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By ROBERT B. MITCHELL 


NEW YORK—Why lowered turn- 
over rates can be expected when 
agent candidates are screened by a 
psychiatrist and a psychologist, after 
the agency head has ruled out those 
he doesn’t want, was explained by 
Dr. Gerald F. Perry, psychiatrist and 
medical director of the North Shore 
Neuropsychiatric Center, Roslyn, N. Y., 
at the March meeting of New York 
City Life Managers Assn. 


Total Personality Important 


How well a candidate will do de- 
pends so largely on his total personali- 
ty that it is of the greatest import- 
ance that as much as possible be 
known about it, Dr. Perry said. It’s 
part of the psychiatrist’s job to know 
how to gauge personality. The general 
agent tries to do this when he inter- 
views a candidate but he’ll be lucky 
if he is able to evaluate more than 
15 to 25% of the man’s personality. 
The candidate can, by trying to make 
a good impression, make himself ap- 
pear quite different from his true self. 
If he thinks aggressiveness is a charac- 
teristic that is being sought, he can act 
and talk consistently with that quali- 
ty. He can do the same on the usual 
types of tests. 

The only way to find out through 
tests is by using the projective type of 
test, so that the candidate is not aware 
of the significance of what he is re- 
vealing. After these tests have been 
given by the psychologist member of 
the testing team, the psychiatrist does 





Complete Program For 
GAMC Midyear At 
Fort Lauderdale 


The program has been set for the 
meeting of General Agents & Managers 
Conference of NALU, April 18, during 
the midyear meeting of NALU at Fort 
Lauderdale. Theme of the GAMC meet- 
ing will be “Pride in Management.” 
Lillian Hogue, president of Ameri- 
can Society of CLU, will be the lunch- 
eon speaker. Miss Hogue, who is also a 
New York Life agent at Detroit, will 
speak on the subject, “There’s Nothing 
Like a Dame.” 

The afternoon session will open with 
a showing of Life magazine’s film, “The 
Market of The 60s,” with Jacques 
Megroz, Life’s chairman of insurance 
classification, narrating. Wylie Craig, 
agency vice-president of Georgia In- 
ternational Life, will discuss recruiting, 
and Elmer L. Nicholson, agency vice- 
president of Connecticut General, will 
cover the problem of persistency. The 
final speaker will be E. Clare Weber, 
New England Life, Cleveland, who will 
describe his agency operation. 

Carr R. Purser, Penn Mutual Life, 
as national chairman of GAMC, will 
preside at the meeting. L. Kent Bab- 
cock, Aetna Life, Philadelphia, is pro- 
gram chairman. 
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the interviewing in depth. What did 
the man do in the past? How did he 
perform? What were the childhood 
influences? How did he get along with 
his parents and his brothers and sis- 
ters? What did he do in school? What 
social activities did he get into? What 
did he fail at? 

If a candidate says he quit his last 
job because “nobody could get along 
with my boss,” he may be telling the 

(CONTINUED ON PAGE 23) 


Canadian A&S Assn. 
Appoints Hester 
Managing Director 


P. J. Hester has been appointed man- 
aging director of Canadian Health In- 
surance Assn. suc- 
ceeding W. Doug- 
las Bell. 

Born in England 
and educated in 
Canada, Mr. Hes- 
ter has been active 
in the health in- 
surance’ industry 
for more than 20 
years, first with 
Employer’s Liabili- 
ty group and since 
1941 with Mutual 
of Omaha. He was 
formerly Canadian manager of United 
Benefit Life and executive assistant to 
the vice-president of Mutual of Omaha. 

Officers of the association have also 
appointed Mrs. Charlotte Edwards to 
the position of administrative assistant. 
Mrs. Edwards has had broad experi- 
ence with the association and with 
other groups in the insurance industry. 

Mr. Bell, who served as managing 
director of the association since its in- 
ception, has accepted a position in the 
United States as vice-president of 
State Mutual Life. 








P. J. Hester 


Travelers Permitted 
Dual License In D. C. 


The U. S. appeals court at Wash- 
ington has ruled that the District of 
Columbia department must continue 
issuing Travelers a dual license to 
write both life and casualty business 
in the district. 

Superintendent Jordan last year is- 
sued an order refusing to license Trav- 
elers in both lines of business, con- 
cluding that the district’s life insur- 
ance and fire and casualty acts pro- 
hibited one company from being li- 
censed in both areas. Travelers con- 
tested the ruling, which was upheld 
in a federal district court. 

In the unanimous appeals court de- 
cision, it was held that the statutes 
taken separately or together do not 
prohibit the issuance of a certificate or 
certificates authorizing a company to 
do business in both lines and that the 
superintendent’s interpretation of the 
statutes was incorrect. 


PSYCHIATRIST ADDRESSES N.Y. MANAGERS Ordinary Sales In 
Sees Big Savings From 
Better Recruit-Testing 


Feb. Up 1%; Total 
Down $72 Million 


Ordinary sales in February reached 
$3,947,000,000, an increase of $53 mil- 


lion or some 1% and total sales for the - 


month amounted to $5,327,000,000, for 
a decline of $72 million, according to 
LIAMA. 

Ordinary sales for the first two 
months of 1960 were $7,452,000,000, up 
$11 million, while total sales for the 
two-month period amounted to $10,- 
401,000,000, an increase of $135 mil- 
lion. The ordinary figure includes in- 
dividual policies written on groups of 
persons—$70 million in the first two 
months of 1961 and $91 million in the 
same period in 1960. 

February group sales totaled $854 
million, down $84 million, and group 
sales for the first two months were 
$1,920,000,000, a gain of $153 million. 
These figures represent new group 
sales and do not include additions to 
group contracts already in force. 

Industrial sales for the month 


- amounted to $526 million, down $41 


million, and for the first two months 
were $1,029,000,000, a decline of $29 
million. 


EASTERN ROUND TABLE HEARS 


Break In High Agent 
Turnover Problem 
Seen In Next Decade 


Armand C. Stalnaker, executive 
general manager, ordinary department, 
Prudential, in a speech at the Life 
Advertisers Assn.’s_ Eastern Round 
Table annual meeting at New York, 
said that a breakthrough in solving 
the problem of agent recruiting and 
high turnover is now within the range 
of possibility. 

Mr. Stalnaker, whose speech was a 
forecast of the next 10 years in the 
life insurance business, suggested that 
he saw the time in the near future 
when an overhaul of the marketing 
and merchandising procedures would 
make selling in the field more attrac- 
tive to recruits. 

As he saw the current problem, Mr. 

(CONTINUED ON PAGE 27) 


The president of 
Life Advertisers 
Assn. poses with 
members of the 
1961 Eastern 
Round Table com- 
mittee during 
round table’s an- 
nual meeting in 
New York. From 
left are Joseph 
Hoffman, Pruden- 
tial, promotion 
chairman; Irene F. 
Morgan, National 
Life of Vermont, 
secretary-t r e a s- 
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NALU Takes Strong 
Stand Against Bill 
Upping SS Benefits 


Statement By A. C. Adams, 
Past President, Goes To 
Ways And Means Members 


WASHINGTON—National Assn. of 
Life Underwriters has come out strong- 
ly against Presi- 
dent Kennedy’s 
five-point proposal 
to liberalize var- 
ious social security 
benefits. 

NALU empha- 
sized that its op- 
position is based 
largely on the fact 
that the liberaliza- 
tions proposed by 
Mr. Kennedy sym- x2 © 
bolize a still fur- 
ther advance in the Albert C. Adams 
over-all trend toward questionable ex- 
pansion of the social security benefit 
structure and over-taxation of the na- 
tion’s workers to meet the cost of pro- 
viding economic security for the non-' 
workers. ; 

The President’s proposals are con- 
tained in HR 4571, now pending before 
the House ways and means committee. 

NALU’s position on HR 4571 is high- 
lighted in a statement mailed to each 
member of the House ways and means 
committee on March 21 by Albert C.’ 
Adams, John Hancock, Philadelphia, 
chairman of the NALU committee on 
social security and a past president of 
NALU. 


Would Boost Benefits 


The principal provisions of HR 4571 
would increase the minimum monthly 
social security benefit from $33 to $43; 
permit male workers to retire at age 
62 on monthly benefits which would 
be “actuarially” reduced from the full 
benefit to which they would be en- 
titled at age 65; make it necessary 
for an individual to acquire only one 
quarter of coverage for every four 
calendar quarters elapsing after 1950 
in order to qualify for social security 

(CONTINUED ON PAGE 27%) 











urer; Henry Lloyd, Equitable Society, vice-chairman; John L. Briggs, Southland 
Life, LAA president; Douglas W. Johnson, Mutual Benefit Life, chairman; Peter 
J. McDonald, Union Labor Life, arrangements chairman, and Alfred H. Lies Jr., 


New York Life, publicity chairman. 
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Equitable Expands 
Agency Department, 
Adds 4 Divisions 


Equitable Society, in beginning a 
major expansion of its agency depart- 
ment, has established four new divi- 
sions within the department—man- 
power, marketing, planning and ad- 
ministration. 

Six officers will assist S. A. Burgess, 
agency vice-president in the over-all 
supervision of the department’s ex- 
panded activities. 

Vice-president Ralph M. Thykeson 
will continue as production officer in 
charge of the northeastern, New York 
metropolitan and north central depart- 
ments. Field Vice-presidents Frank W. 
Hill, Joseph H. Morrow and Walter L. 
Gottschall, who are in charge of these 
departments, while reporting to Mr. 
Thykeson, will have full authority in 
their respective departments. 

Harold J. Rossman, vice-president, 
has been appointed production officer 
in charge of the southern south central 
and western departments. Field Vice- 
presidents John N. Sullivant, Hugh 
Middlebrooks and Arthur P. Carroll 
are in charge of these departments. 


New Manpower Division 


Vice-president C. B. Metzger has 
been placed in charge of the man- 
power division, which will handle all 
home office activities relating directly 
to the hiring, financing, training and 
development of career agents. It is be- 
ing formed by merging the depart- 
ment of agency and sales manage- 
ment training with the agents’ con- 
tracts and financing division of the 
agency department. 

Vice-president D. D. Edmunds heads 
the marketing division, the function 
of which will be to increase the scope 
of Equitable’s present markets, ex- 
plore possible new markets and prod- 
ucts, determine company goals for bal- 
anced and satisfactory production and 
provide the facilities and services for 
maximum promotion of sales. The divi- 
sion will assume all the responsibilities 
and activities of the present sales serv- 
ices, sales promotion unit and a new 
marketing unit which is being created. 

Vice-president A. E. Elander will be 
in charge of the planning division, 
which has the responsibility for co- 
ordinating the plans of various com- 
ponents of the department and assist 
in long-range planning for department 
objectives and programs. The division 
will include the units now having re- 
sponsibility for agency research, field 
communications and the group and 
retirement plans for agents and man- 
agers. 

Frank E. Kuhn, 2nd vice-president, 
has been placed in charge of the ad- 
ministration division, which provides 
administrative support to sales activi- 
ties in the field and home office. The 
division will incorporate the units now 
having responsibility for field office 
administration, administrative services, 
and staff servcies to the agency vice- 
president. 


Ky. Central L.&A. To Raise Capital 

Stockholders of Kentucky Life & 
Accident have authorized an increase 
in authorized capital to $3,200,000 of 
$1 par stock to be divided into three 
million class A non-voting shares and 
200,000 voting shares. Currently the 
company has 1,136,434 shares of $1 par 
stock outstanding of which 1,023,000 
are class A non-voting and 113,334 are 


voting. 









Officers who will supervise the expanded home office activities of Equitable 


Society’s recently expanded agency department meet with S. A. Burgess, agency 
vice-president. From left are D. D. Edmunds, vice-president in charge of the 
new marketing division; Frank E. Kuhn, 2nd vice-president, who heads the 
new administration division; Ralph M. Thykeson, vice-president and production 
officer in charge of the northeastern, New York metropolitan and north cental 
departments; Mr. Burgess; C. B. Metzger, vice-president in charge of the new 
manpower division, and Harold J. Rossman, vice-president and production of- 
ficer in charge of the southern, south central and western departments. A. E. 
Elander, vice-president in charge of a new planning division, was not present 


when the picture was taken. 





LIAMA Rally Told 
Methods Behind 
First $50 Million 


The rate schedule philosophy estab- 
lished by National Union Life of Ala- 
bama when it was formed, President 
Robert H. Sanders told the LIAMA 
agency management conference at 
Chicago, was to “give us a premium 
near or a little above the average. On 
deciding a rate schedule we had one 
thing in mind—our company wanted 
to become profitable. We had no in- 
tention of trying to be competitive 
rate-wise and be a low premium or 
cost company. 

“As small as we were, we couldn’t 
possibly handle our business as econ- 
omically as the large companies and, 
more important, in the market we 
would be in, our prospects would be 
buying from the agent because of his 
contacts, not from the company— 
which is basically true with better 
than 90% of all sales. The sale is not 
make on the basis of one company 
selling for 50 cents on the dollar— 
more or less than a competitive com- 
pany.” 

Speaking on “The First $50 Million,” 
he said his company decided it would 
be primarily in a metropolitan oper- 
ation of medium to small cities. The 
market would be limited to family 
needs within the scope of the personal 
contacts and normal prospecting of the 
field men in the family market of 
medium income families. “Our com- 
pany realized it would have a natural 
handicap in such markets as business 
insurance and upper income estate 
work, because of the sophisticated at- 
titude of those buyers who look for 
size, age, and prestige of a company,” 
he said. This type of business was not 

(CONTINUED ON PAGE 26) 


Pingree In Line For 


Vt. Commissioner 


Gov. Keyser has appointed Albert 
D. Pingree banking and insurance com- 
missioner, subject to confirmation by 
the state senate. This is expected to 
occur. Mr. Pingree, deputy commis- 
sioner, would succeed A. H. Miller, 
commissioner since 1951. 

Mr. Pingree practiced law with his 
father in White River Junction from 
1931 to 1935 when he joined the .insur- 
ance department. He served as deputy 
commissioner of banking and insur- 
ance 1935 to 1949 and as deputy com- 
missioner of insurance since 1949. 

A bill in the legislature would in- 
crease the salary range for the com- 
missioner from $6,500-$8,500 to $8,500- 
$12,000. 





Rapid Economic 
Upturn Is Predicted 
At ALC Regional 


DALLAS—An immediate, upward 
movement of the business tempo, 
reaching, perhaps, new heights by 
year end, was predicted by Franklin 
O. Briese, vice-president Minnesota 
Mutual Life, speaking before the Fi- 
nancial Section of American Life 
Convention at its regional meeting. 

Mr. Briese, who is also vice-chair- 
man of the Financial Section, said that 
while he disagreed with those econ- 
omists who insist that economic 
recovery will be delayed at least two 
or three months, he did feel that the 
current administration’s program brings 
a recurrence of inflation fears. 

Reasons for an immediate upturn 
were given by the speaker as follows: 
To a considerable extent, the country 
has had an “inventory and liquidation” 
type of recession, and inventory attri- 
tion has now ceased and accumula- 
tion should start; Federal Reserve 
moves in easing bank credit are now 
taking effect; accelerated federal 
spending is now under way, and in- 
creased spending at state and local 
levels is in prospect; the promise that 
the Kennedy administration will do 
whatever is necessary to boost the 
economy and make it grow at a faster 
rate; automobile sales and steel pro- 
duction have turned the corner, and, 
finally, spring is here and it finds the 
business men and consumers optimistic. 

Mr. Briese said the administration 
apparently wants lower long-term in- 
terest rates to promote growth while 
keeping short-term rates high enough 
to prevent net withdrawals of foreign- 
held dollar balances. He stated that he 
did not know whether these seemingly 
inconsistent goals can be reached, but 
he suggested that there would not be 
a return to pegged interest rates. 

In closing, Mr. Briese said that he 
felt the paramount job facing the life 
industry and the nation was the de- 
fense of the dollar against inflation. 
Although he is convinced of the sin- 
cerity of the new administration to 
protect the dollar, he questioned wheth- 
er it can also implement the various 
proposals of government spending in 
so many fields. 


Wis. Sales Congreas May 18 


The annual sales congress and busi- 
ness meeting of Wisconsin Assn. of 
Life Underwriters is scheduled for 
Milwaukee May 18-19. The business 
meeting will be conducted the first 
day, with an agents’ forum in the eve- 
ning. The sales congress will be held 
the following morning. 
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Provident Mutual's 
Leaders Honored Ai 
Management Meetin 


Provident Mutual Life’s productig 
leaders were honored at the annyj 
meeting of the company’s geney 
agents and managers association 4 
Hollywood Beach, Fla. 

Other highlights of the five-dy 
meeting included election of officers { 
the association and a series of pang 
discussions in keeping with the meg. 
ing’s theme, “Profitable Management” 
Panel speakers included members 
the association, company officers an 
field managers of the group division 

In recognition of his agency’s pp. 
duction leadership for the 10th cop. 
secutive year, Thomas F. Irwin, Phil. 
delphia, was presented with a plaqu 
by Lewis S. Sprague, vice-presiden 
and manager of agencies, who awar(. 
ed similar honors to the following pr. 
duction leaders in their divisions: ¥ 
Henry Blohm, Cincinnati: Eugene R 
Hook, Westfield, N. J.; Stephen L 
Davenport, Berkeley, Cal., and Jame 
A. Schnaars, Philadelphia. 

Plaques for percentage of increase 
in new business went to Lawrence M, 
Cassidy, Louisville; Messrs. Hook, Ir. 
win and Schnaars, and Peter |, 
Sprecher Jr., Madison, Wis. 


Win Agency Builder Awards 


Agency builder awards were won 
by C. Luke Burnette, Atlanta; Messrs, 
Davenport and Irwin; Harold F. Mow- 
ery Jr., Lemoyne, Pa., and Richard M. 
Mueller, Indianapolis. Premium plaques 
were awarded to Messrs. Blohm, Day- 
enport, Hook, Irwin and Schnaars. 

Leaders in health insurance premi- 
ums were Raymond C. Hackett, Phoe- 
nix; Mark M. Moore, Minneapolis; 
Messrs. Mowery and Schnaars and 
Ralph W. Symons, Miami. Business per- 
sistency winners were Henry G. Barn- 
hurst, New York; Lowell W. Davis, 
Bloomfield, Conn.; A B. Pearson, Nash- 
ville; Elwood T. Starbuck, San Fran- 
cisco, and Samuel L. Zeigen, New York. 

Charles E. Probst, vice-president, 
group division, awarded group sale 
plaques to Gerald W. Page, Los Ange- 
les; Paul W. Schenck Jr., Greensboro, 
N. C., and Messrs. Sprecher and Sy- 
mons. 

Elected officers of the general agents 
and managers association for 1961 were 
Mr. Irwin, president, Mr. Hook, vice- 
president, and Mr. Mowery, secretary: 
treasurer. 
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Thomas A. Bradshaw, president d 
Provident Mutual Life, addresses tt 
annual meeting of the company’s s& 
eral agents and managers 
at Hollywood Beach, Fla. 
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Rex M. HopGes 


One of our leading 
producers since signing his 
Franklin contract eight 
years ago, Rex Hodges has 
shown gratifying earnings 
records year after year. 
Here are his earnings as 
reported to the Internal 
Revenue Department. 


NOB ke 6, oats $ 7,474.75 
BGR. 6 0 oo we 14,303.10 
1 eee 24,991.80 
TQBG 6 0 Sie tace 29,406.82 
WOG7 «6 eves ers 31,659.66 
BGs «6-00 a 25,482.80 
BO 5 608 ons 31,639.47 
BOOO i. <6 6 eo 30,808.41 





LIFE INSURANCE EDITION 


D sought opportunity! 


Columbus, Georgia 
February 16, 1961 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear O’B: 


Some eight years ago I signed my “Declaration of Inde- 
pendence,” when I became a Franklin representative! I 
was seeking the opportunity to better provide for my loved 
ones, and earnings that would not be governed by my age 
and experience. 

Starting at age 25, I realize that I could have achieved 
few of my personal objectives had I not had the full help, 
cooperation, and encouragement provided by you, and all 
the other wonderful people in the entire Franklin organi- 
zation. The merchandise available to the Franklin agent, 
through our “Specials,” is the true key that will open any 
door. One need only adopt the philosophy of President 
Becker, “Specialization Spells Success,” and positive re- 
sults are assured. 

Financial stability, however, has been only one of many 
results of our happy association. As I consider the close 
personal contacts with our Home Office, and think of the 
many other blessings that have been mine through these 
years, I am most grateful for the opportunity offered me 
by the “Friendly Franklin.” Ours is truly an “Agent’s” 
Company! 

I cannot help but add, in closing, that my greatest re- 
ward in my association with Franklin, has been the warm, 
understanding friendships that I treasure throughout the 
entire Franklin organization. These are pearls beyond 
price, and I shall always be grateful. 


Sincerely, 
Rex M. Hodges 


An agent cannot long travel at a faster gait than the company he represents 









CHAS. E. BECKER, PRESIDENT 


LUKE INSURANCE 
COMPANY 

SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 188% 


The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans. 


Over Four Billion Dollars of Insurance in Force 
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Berkshire Offers 2 
New Series With 
Unusual Features 


PITTSFIELD, MASS.—Berkshire 
Life has superseded its previous line of 
policies with two 
series, the Berk- 
shire, with a 3% 
reserve basis, and 
the Executive se- 
ries, with 242% re- 
serves. Both are on 
the 1958 CSO mor- 
tality basis. 

“We have noted 
a growing need for 
two distinct and 
separate approach- 
es to modern mar- 
kets,” said Presi- 
dent W. Rankin Furey, in introducing 
the policies at the annual field man- 
agement conference here. ‘We believe 
there is a great segment of buyers 
who almost resent the overcharge that 
mutual companies make, the extra 
money to buy the policy in the first 
place, to be followed hopefully, some 
day, by a large refund called a divi- 
dend. This buyer wants to know, 
‘How much can I get for $100 or $500 
a year? Give me the lowest possible 
premium now!’ This is the family 
market, the largest single market, as 
far as numbers go, in many ways our 
normal market. 

Business Buyers’ Needs Differ 

“But then there is the business in- 
surance side of the house—key-man, 
stock purchase, partnership, profit- 
sharing, the so-called minimum de- 
posit plans, and much of the insurance- 
as-an-investment market. Here the 
demand is for high premium, high 
cash and ledger values, high dividends 
and lowest possible net cost. 

“The first market is for the most 
insurance at lowest cost on a con- 
tinuing basis. The second is for the 





W. Rankin Furey 
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largest guarantees and ledger values 
and doesn’t worry too much about 
out-of-pocket cash costs. Our pricing 
system cannot be compatible with 
both markets, so we have created two 
lines, each designed for a _ separate 
market.” 

The Executive series has a mini- 
mum amount of $20,000. On all poli- 
cies, Executive or Berkshire series, 
there is a flat $10 per policy charge 
in addition to the per-$1,000 basic 
premium, except that on the Berk- 
shire series policies lower than $4,000 
the charge is $2.50 per $1,000. 


What’s In Executive Series 


In the Executive series there are a 
whole life policy, 25-payment life, 
Executive Protector (a modified-2 
whole life plan) and the step-rate life, 
which has a basic premium half of 
the ultimate, and for which the pre- 
mium increases each year by 10% of 
the ultimate premium. Also there are 
one- and two-year term plans and a 
modified-5 term plan, all convertible 
to the Executive whole life plan. 

In the Berkshire series there are 
new term plans, a retirement income 
policy, and also a contract called the 
“Magic Endowment.” The Magic En- 
dowment is for boys and single men up 
to 35 years old. It is essentially an en- 
dowment at age 65, with premiums 
limited to age 40 or for 20 years, which- 
ever is longer. Double indemnity for the 
face amount and a guaranteed insur- 
ability rider are included automatically. 

Features of the plan include four 
options, all of which are available 
on the first marriage before age 40. 
These options permit (1) buying ad- 
ditional insurance up to twice the 
original amount, on a permanent plan 
without evidence of insurability within 
four months of marriage; (2) change 
without evidence of insurability to 
life paid-up at 65 for issue ages 0-14 
and to ordinary life for issues ages 
over 15, with the cash value differ- 
ence paid in cash; (3) purchase of 
permanent insurance on the wife, with- 
out evidence, for half the amount of 
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Tested and Approved 


Indianapolis Life’s successful and expanding agency organization is 
due, in large measure, to this field-tested and approved combination. 


A full line of modern policies with very low net cost... 
Indianapolis Life offers graded life premiums and Commercial, Guar- 
anteed Renewable, Non-Cancellable Accident and Sickness poli- 
cies. Low, liberal Check-O-Matic. 


A well rouided, field-tested agency building program... 
Indianapolis Life provides its General Agents effective agency- 
building tools including career compensation, production incen- 
tives, training allowances and an outstanding training program. 


Indianapolis Life’s General Agents receive liberal commissions and life- 
time service fees. For their personal and family protection—group life, hos- 
pitalization, and major medical insurance. Non-contributory pension 
plan provides liberal retirement benefits. 


Indianapolis Life now pays 4% on all funds left 
with the Company at interest 


WALTER H. HUEHL, President « ARNOLD BERG, C.L.U., Vice President and Director of Agencies 


Les his e 
Mn CANApPO (s Life 
INSURANCE COMPAN 


A Mutual Company « Founded 1905 « Indianapolis 7, Indiana 


AGENCY OPPORTUNITIES: Colo., Conn., Fla., lll, Ind., la. Ky., 
Mich., Minn., Mo., Neb., N.D., Ohio, Pa., S.D., Tenn., Tex., W.Va., Wis. 
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New Handbook Of 


Missouri Published 

A new Underwriters Handbook 
of Missouri has just been published 
by the National Underwriter Co. 
It provides complete and up-to- 
date information on the agencies, 
agents, groups and other organiza- 
tions affiliated with insurance 
throughout the state. Copies of the 
new Missouri handbook may be 
obtained from the National Under- 
writer Co., at 420 East Fourth Street, 
Cincinnati 2, Ohio. Price $12.50 each. 











N. Y. State Caravan 
Speaker List Completed 


New York State Life Underwriters 
Assn. has completed the panel of 
speakers for its “Appleknocker” all- 
day sales caravan, which will be held 
first at the Chamber of Commerce 
Building in Rochester, April 12, and 
then at the Hotel Ten Eyck in Albany, 
April 13. 

Richard J. Wilcox, Massachusetts 
Mutual, New York City, will discuss his 
selling methods. In a speech titled 
“Oasis,” Seymour Zolotar, New York 
Life, Liberty, will amplify the theme 
of the program, “Seeds for Dollars,” 
and explain his sales procedures. 
Rounding out the program will be 
Harry K. Gutmann, president of the 
state association. Mr. Gutmann, Mutual 
of New York, New York City, has titled 
his speech “How We Grow.” 





the husband’s policy; (4) continua- 
tion for a reduced premium after the 
policy is paid up and thus maturing 
the policy before age 65. 

Accidental death benefit premiums 
on all policies are reduced and now 
are issued from age 0 for full face 
amount and from age 15 in any amount 
up to twice the face amount; waiver 
rates for women are the same as for 
men three years younger; there is a 
new family income rider for terms 
from 10 to 50 years, providing pay- 
ment of the face amount at death 
instead of at the end of the rider 
period; most juvenile plans are dis- 
continued and instead the most popu- 
lar adult plans are issued down to age 
0, with death benefits payable from 
that age. Also, the quantity discount 
principle now is applied to immediate 
annuities. 


January Life Insurance 
Benefits $711.2 Million 


Benefits to policyholders and bene- 
ficiaries from life insurance policies 
and annuities totaled $711.2 million in 
January, up $74.9 million from cor- 
responding payments in January last 
year, according to Institute of Life 
Insurance. 

Death benefits were $304.2 million, 
up $45.6 million, and payments to 
policyholders were $507 million, up 
$29.3 million. The institute’s figures 
for January are as follows: 





1961 1960 
(000 Omitted 
Death benefits ......... . $304,200 $258,600 
Matured endowment 62,900 61,000 
Disability payments 11,900 11,000 
Annuity payments . 81,200 75,100 
Surrender values ..... . 138,500 126,400 
Policy dividends ..... 112,500 104,200 
Total $711,200 $636,300 





Morrow Heads First Security (Miss.) 

Robert D. Morrow, former state 
treasurer of Mississippi, has been 
elected president and general manager 
of First Security Life of Jackson, Miss. 
Mr. Morrow succeeds Jesse L. White, 
former insurance commissioner, who 
becomes vice-chairman. 
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Harold A. Loewenheim, Home Lif 
second from right, who was re 
elected president of New York 
Life Managers Assn., receives an ¢. 
graved sterling silver banded gayy 
from Gerald H. Young, Prudentiy, 
outgoing president. E. Lloyd 
Massachusetts Mutual, right, yy 
elected vice-president, and Arnold Sj. 
gel, Union Mutual Life, left, is t, 
association’s new secretary-treasure, 


Am. United Liberalizes 
Agents’ Group Plans 


American United Life agents noy 
receive up to $20,000 group life ay 
$18 a day for hospital room and boarj 
under liberalized group plans, includ. 
ing major medical, recently adopted by 
the company. 

Additional features of the new grow 
health plan include 100% reimburse. 
ment by the company for hospital 
special charges between $25 and $39) 
with the insured paying the first $% 
of such charges, a $300 surgical sched 
ule and pregnancy benefits. 

A further liberalization was adopted 
in the major medical plan. Under th 
plan, field men are entitled to a $1 
deductible; coinsurance on a_ 20% 
basis; a $10,000 lifetime maximun 
benefit; inclusion of a relative charges 
schedule, and coverage for complica 
tions of pregnancy. 


Hartford Life Production 
Club Officers Win Awards 


Officers of the president’s club oi 
Hartford Life received production 
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trophies at the awards banquet during 
the club’s annual conference at thé 
Boca Raton Hotel, Boca Raton, Fla 
Certificates also were presented to all 
club members. 

Hartford Life President Julian D; 
Anthony presented trophies to Theo- 
dore A. Johnstone, Kansas City, club 
president; M. Frank Mahoney, Boston 
lst vice-president; Samuel Calechman, 
New Haven, 2nd vice-president, and 
Harold S. Schlesinger, New York, 3n 
vice-president. 

Fred S. Sibley, vice-president ané 
director of sales, keynoted the confer. 
ence at the opening business session. 








Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Ce. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Dlinois 
WAbash 2-2535 Teletype CGI 


You may telephone orders collect. 
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Automated Life Agency, Home Office, 
Seen Providing ‘Instant’ Servicing 


“Instant” service for life insurance 

holders, to still further step up 

the speed of benefit payments and 

company services, is a possibility 

jn the next few years under the rapidly 

ding uses of automation in life 

ce operations, according to In- 
stitute of Life Insurance. 

The automation experts in the com- 

jes report that with equipment 
now installed and under contract for 
delivery, it will be possible to set up a 
system by which a policyholder or 
peneficiary may walk into a branch 
office any place in the country, ask for 
a benefit payment, policy loan or some 
service detail, and have it cleared and 
approved while he waits, even though 
the home office may be thousands of 
miles away. 

This will be the result of the great 
acceleration in speed of both comput- 
ing and checking, the institute said. 
The electronic computers will soon be 
increasing productive capacity many 
times the current rate. 


Many New Projects 


Specific projects seen as imminent 
include creation of new, individually 
tailored policies to meet a whole pack- 
age of family needs in a single con- 
tract, measuring life insurance needs 
for the family, instant determination of 
the insurability and rate for individual 
applicants, measurement of investment 
placement opportunities, rapid market 
research and introduction of new 
coverages. 

“These new services will not mean 
that the agent in the field or the 
service worker in the company office 
will be displaced,” the institute said. 
“These people will be the ones using 
the faster, amplified service and many 
things will be made possible for them 
that past limitations in mechanics, 
manpower and time have not per- 
mitted.” 

Up to now, most of the life company 
electronic computers have been kept 





















busy with company record-keeping. 
The big field now opening up covers 
practically every area of the business, 
with emphasis on policyholder service. 


Life Companies In Forefront 


Life insurance companies, among the 
first non-governmental offices to use 
the big electronic machines, starting 
in 1954, have been in the forefront of 
office automation ever since. It is esti- 
mated that by now more than three- 
fourths of the 118 million life policy- 
holders in the country are on tape or 
on disk in one or more of these elec- 
tronic machines. Many millions of these 
policyholders’ records are going 
through these computers daily. 

There are about 50 of the larger 
computers, 150 of the intermediate 
machines and many hundreds of the 
small machines now operating in the 
life company offices. And many of the 
life companies, not yet owning their 
own machines, are effectively in the 
automation picture through regional 
data processing centers or the use of 
leased time on other companies’ com- 
puters. The size of the machines in use 
depends on the work output. 

By way of illustration, according to 
the institute, a small southern life 
Insurance company, using one of the 
smaller machines, is the first in the 





Southland Security Life of Little 
Rock, which began operations Feb. 16, 
1959, on Dec. 31, 1960, had insurance 
in force of $36,857,933, an increase of 
about 50% over the $24,267,500 total 
Dec. 31, 1959. 
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business to put into full effectiveness a 
new process by which inquiries for 
policyholder data going into the ma- 
chine produce instantaneous answers, 
instead of waiting for a tape run of all 
policies to select the information de- 
sired. 

This new service, provided by a 
random access machine, will soon be 
in use in all automated offices. It is, 
however, one case where a small com- 





LIFE INSURANCE EDITION 


pany has been able to pioneer. 

Investment departments are just 
beginning to use the computers. As 
these operations expand, the com- 
puters will more quickly measure 
capital needs and opportunities in 
various areas and be even more help- 
ful to the general economy than they 
are now. 

“While economies resulting from the 
use of automation are most important 
in keeping down the cost of life insur- 
ance, the life companies are giving 
equal consideration to the time savings 
and service increases they can offer 
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their policyholders,” the institute 
said, “Qualified manpower will con- 
tinue to be needed in abundant num- 
bers by the life companies, both to 
instruct these computers and work 
with them. The machines can only do 
what they are told. They only aid the 
people who will continue. to be the 
basis of all operations. Up to now, one 
of the life companies’ major problems 
has been to meet personnel shortages. 
In the six years since these machines 
started, aggregate personnel employed 
in life company offices have increased 
at a normal rate.” 








A midwestern insurance 


The Hardware Mutuals - Sentry 
Life insurance group is using a new 
data-communications system to 
speed data handling by 500 per cent 
and reduce operating costs by over 
a million dollars a year. 


The new system makes use of the 
nationwide Long Distance tele- 
phone network. It combines the 
Bell System’s new Data-Phone serv- 
ice with data processing equipment 
to send business records from 32 
branches to the company’s central- 
ized computer center at Stevens 
Point, Wisconsin. 


Machines “talk” to machines 


All kinds of daily operating data, 
from widely scattered points, are 
handled efficiently and accurately at 
speeds up to 200 words per minute. 
The data is keyed into punch cards. 





The one source for all business communications 


a DATA-PHONE case history 


company sets a dramatic 


example for users of data-processing equipment 


A Data-Phone unit is connected to 
business machines at both the send- 
ing and receiving locations. A phone 
call is put through—and the ma- 
chines immediately start “talking” 
data. It’s that simple. 


The system is as flexible as the 
telephone network itself. The insur- 
ance company pays for telephone 
circuits only when using them, as 
for any branch-to-headquarters call. 
And Data-Phone takes up little more 
space than a standard typewriter. 


Learn how high-speed, low-cost 
Data-Phone service can streamline 
your company’s data processing. Just 
call your Bell Telephone Business 
Office and ask for a Communica- 
tions Consultant. He’ll bring you 
the complete story. 














Biggest DATA-PHONE system 











James P. Jacobs, President, 
Hardware Mutuals - Sentry Life 
insurance group, says: 


“Our new data-processing tech- 
nique—with the rapid communica- 
tion of data made possible by 
Data-Phone—is benefiting our 
business in many important ways. 


“It lets us collect the mass of 
information we need for manage- 
ment decisions almost instantly. 
It has cut the time needed for 
certain policy-handling functions 
from three days to three minutes. 
It is reducing our operating costs 
by over $1,000,000 a year and is 
helping us give our policyholders 
better service than ever before. 


“Naturally, we’re enthusiastic 
about it.” 











BELL TELEPHONE SYSTEM 






6 


Explores Importance Of 
Life Insurance Image 
Among College Students 


Agency officers should make it a 
point to be concerned about the at- 
titudes of college students toward life 
insurance, because it is these young 
men who are the prospective em- 
ployes of the business and customers 
for its products, Ben. F. Hadley, vice- 
president and director of agency ad- 
ministration of Columbus Mutual Life, 
said in his speech at LIAMA’s agency 
management conference in Chicago. 

It is important that these students 
get the correct picture of the busi- 
ness, and it is to this end that 
LIAMA’s relations with university 
committee is working with some de-, 
gree of success. In a discussion of the 
committee’s work in this area, Mr. 
Hadley explained how the group con- 
tacts and works with deans of busi- 
ness schools, through whom it hopes to 
reach the students. He advised the 
agency officers make it a practice to 
enter upon a similar campaign with 
the business school deans in their 
areas, as well as with university 
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teachers of insurance. 

Mr. Hadley, who was_ formerly 
chairman of committee, also discussed 
the importance of maintaining good 
relations with college placement offi- 
cers, because these are the university 
employes who most directly influence 
seniors and recent graduates in their 
choice of careers. He also covered the 
subject of the committee’s work in 
this area and direct contact with the 
students. , 


Gore Agency Administrator 


Of American Legion Plan 


R. H. Gore Co. agency of Chicago 
has been appointed administrator of 
the American Legion life insurance 
plan. It was formerly administered at 
legion headquarters at Indianapolis. 

The plan, which provides coverage 
to age 70 at a premium of $1 per 
month, was adopted by the legion in 
1958. Since then it has paid over $1 
million in death benefits. 

The program is written in 49 states 
by Occidental of California and in New 
York state and Puerto Rico by United 
States Life. 








brand of selling genius. 


Life Insurance Company. 


VALLEY FORGE 





Valley Forge Life 


Successful life sales are not so much a matter of “getting the 
breaks” as of offering the best policies—backed by your own 


One extremely desirable Valley Forge program is Group Life 
with new, more liberal “maximums”. For example: $20,000 for 
groups of 10 to 24 and $40,000 maximum on groups of 25 
and up. With “evidence of insurability”, even higher amounts 
are available where states permit. 


Like to know more? Write to: Assistant to President, Valley Forge 


Affiliate of the American Casualty Group 
READING, PENNSYLVANIA 


IN THESE STATES: Alabama, California, Delaware, District of Columbia, Florida, Georgia, 
idcho, lilinois, Lovisiana, Maine, Maryland, Michigan, Minnesota, New Jersey, North Car- 
olina, Ohio, Pennsylvania, Tennessee, Texas, Utah, Virginia, West Virginia and Wisconsin 


Helps You 
Make 
Your Own 
Good 
Luck 
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S. L. Horman, this year’s Harold R. Gordon award winner, spoke at past 
presidents’ day luncheon of Chicago A&H Assn. From left are Association 
President Stanley Greenspun, Massachusetts Casualty; Irving G. W 
America Fore Loyalty; Mr. Horman, who is vice-president of Time of Milway. 
kee; Jay DeYoung, comptroller of International Assn. of Health Underwriters. 
and Daniel X. Marlowe, Provident L.&A. Messrs. Wessman, DeYoung and Mar. 


lowe are past presidents. 





Life Of N. A., I. N. A. New 
Aé&S Plan For Ages 56-75 


Is Guaranteed Renewable 

Life of North America and its par- 
ent company, Insurance Company of 
North America, have introduced a 
hospital-surgical policy that can be 
issued at ages 56 through 75. 

Called the “Forever Yours” policy, 
it is guaranteed renewable for life, 
and premiums may not be increased 
except on a class basis. 

An individual may select one of five 
weekly benefit plans for hospital con- 
finement. Premiums are payable an- 
nually, semi-annually, quarterly or 
monthly and are based on four age 
classifications—56-60, 61-65, 66-70 and 
71-75. 

A surgical schedule based on a $300 
maximum benefit is automatically in- 
cluded. The hospital benefit provides 
a weekly benefit from $70 to $210, de- 
pending upon the plan selected, for 
each week of hospitalization. Benefits 
run from the first day up to eight 
weeks. 


San Antonio CLUs Hear 
Talk On Pension Market 


The market for pension and profit 
sharing plans through life insurance 
was discussed at the March meeting 
of San Antonio CLU chapter by E. F. 
White, retired Dallas general agent of 
Connecticut Mutual. 

He said that 6444 million employes 
are covered by social security, and 
about 22 million have private retire- 
ment plans. The latter is a good thing, 
because few could retire comfortably 
on the maximum $127 per month from 
social security. 

A profit sharing plan incorporating 
life insurance is preferable to a 
straight pension program, Mr. White 
said, because the worker may never 
live to receive a pension. He suggested 
that agents work with banks in setting 
up trust funds for employers, and in 
doing so, make clear at the beginning 
the trust officer’s part in the plan. 


United American Stock Dividend 

Directors of United American Life 
of Denver have declared a stock divi- 
dend of 10%, payable on or about 
May 1 to stock of record April 15. 


Individual Leader In Feb. 

General American Life’s Gilles agen- 
cy, Columbus, O., led ail other general 
agencies in individual life sold during 
February. 


Social Security Is Good 
Sales Tool, S. L. Horman 
Tells Chicago A&H Assn. 


Agents should use social security to 
assist them in making life and health 
sales, S. L. Horman, vice-president 
and director of agencies Time of Mil- 
waukee, told members of Chicago A&H 
Assn. Mr, Horman, who received the 
1960 Harold R. Gordon award of In- 
ternational Assn. of Health Under. 
writers, spoke at the Chicago associa- 
tion’s past presidents’ luncheon. 

Social security is supposed to pro- 
vide only a floor of protection, and 
agents can use the monthly OASI 
payments to illustrate the need for 
supplementary income coverage. 

Despite its usefulness as a sales 
tool, Mr. Horman voiced alarm over 
increases in the social security tax 
which occur as regularly as congres- 
sional elections. He predicted that even- 
tually the employer-employe contribu- 
tion would amount to 25% of salary just 
to pay off current obligations. 

Much of his talk was devoted to 
selling disability income coverage. The 
breadwinner needs continuity of in- 
come, and he is assured $400 a month 
if he has $120,000 in the bank at 4% 
interest. Not too many people have 
$120,000 in the bank, Mr. Horman ob- 
served, but $400 a month can still be 
realized with income insurance. 

Agents, he lamented, do not hesi- 
tate to ask a man to pay $150 to insure 
a $3,500 article like an automobile, 
which can be replaced. But they are 
reluctant to ask a client to protect a 
$150,000 article—his income potential 
—and this cannot be replaced. 

Mr. Horman urged his listeners to 
sell policies with last dollar, not first 
dollar payments. People are more in 
need of a lot of money 90 days after 
disability strikes than a little money 
early, he said. 


Guy Fergason Distributes 
Convention Date Cards 


Handy reminder cards of important 
convention dates are being distributed 
by Guy Fergason of Fergason Person- 
nel, Chicago. Mr. Fergason compiled 
a list of important conventions in the 
life-A&S and fire-casualty fields and 
had them printed on durable, glossy 
cards that can be carried all year. 

Meetings of important national of- 
ganizations, giving date, city and hotel, 
are made readily available. Copies of 
the cards may be had by addressing 
Fergason Personnel at 330 South Well 
Street, Chicago 6, Ill. 
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thinking 
about 
your future? 








Back of 

Your Independence 
Stands 

The PENN MUTUAL 





A bright new day may well be waiting for you at The 
Penn Mutual. Specialized training and education in all phases of life insurance selling help you progress in the direction 
you choose—direct sales, sales supervision or general agency work. The Company knows the success of its underwriters 


is the success of The Penn Mutual. Think about a future with The Penn Mutual! 


THE PENN MUTUAL LIFE INSURANCE COMPANY ttocrencence souare, eracuenia 
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Urges Right To Add New Features 
To Old Policy As Twisting Brake 


Samuel O. Penni Jr., president of 
the Truman Hayes & Co. all-lines agen- 
cy at Boston, writes as follows on the 
replacement problems. He is a CLU. 


Your reporting and editorial com- 
ment on the problem of replacement 
of life insurance policies are most in- 
teresting. So many words have been 


spoken and written on the subject 
that the basic facts seem to be well 
hidden and the logical answer neatly 
avoided. It would seem that: 

1. There are some policy replace- 
ments that are not in the policyhold- 
er’s best interest and therefore con- 
stitute twisting. 

2. There are some policy replace- 


ments that are in the policyholder’s 
best interest and therefore are not 
twisting. 


Obligation Is To Advise 


It seems to me that when a life in- 
surance man reviews a client’s insur- 
ance and finds a situation where it is 
to the policyholder’s advantage to re- 
place a policy, then that life insurance 
man is obligated in honesty and fair 
dealing to recommend that course of 
action. It is important to remember 
that in such decisions there may well 
be many personal factors in addition 








Productive Potuts 





e Up to five year sickness issued through age 59. 


e Ten year and “to age 65” sickness issued through age 54. 


e Up to $500 monthly indemnity issued on one and two year 
sickness, and up to $300 monthly indemnity issued on five 
year sickness with no medical examination required. 


e Partial Disability benefits for sickness paid following any 
any period of total disability, even one day. Partial Dis- 
ability benefits for accident paid from the first day covered, 
or following any period of total disability. 


sickness. 


e Exceptions? — only three — War, Suicide or attempt, Non- 


about 


e “Loss of use” dismemberment benefit. Both accident and 


scheduled Flying. 





PROVIDENT 
LIFE AND ACCIDENT INSURANCE COMPANY 


ACCIDENT 
DEPARTMENT 
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to the policy itself that leterming 
whether or not it is advisable to 
place a policy. 

It is my opinion -that there jg th 
better man to protect the Customer, 
interest than his own insurance ma, 
Certainly no home office man nor a, 
other person who is not familiar with 
the policyholder personally or at least 
familiar with the policyholder’s fam; 
ly and financial situation can attemp 
to properly protect the customer’s jp. 
terest. 


Suggests Four-Point Program 


If the companies consider replace. 
ments a problem and wish to make 
replacements a rare occurrance, the 
correct answer is not blanket letters 
or any other type of belittling activity 
which will only call attention to the 
possibility of replacement and at the 
same time undermine the public’s con. 
fidence in the agency system general. 
ly. The better answer is for the life 
insurance companies to recognize thei: 
basic responsibility and: 

1. Whenever a new policy issue js 
liberalized, extend the same liberaliza. 
tions to the old issues. 

2. Whenever new _ endorsements 
are available such as family coverage, 
insured purchase option, etc., allow 
these riders to be attached to existing 
policies. 

3. Whenever rates on new issues 
are reduced (either basic rates or vol- 
ume discounts) reduce rates on old 
issues and/or increase dividends. 

4. Do everything else to give ol 
policyholders the same benefits as new 
policyholders. 


Calls It Basic Fairness 


It would seem that this type of ac- 
tion is nothing less than basic fair- 
ness to the customer, and it would 
have the extra advantage of making 
unnecessary many of the current re- 
placements. Under present conditions 
it seems to be a question of the pot 
calling the kettle black. The replacers 
are accused of trying to make extra 
commissions ... those who would 
forbid replacements are accused of 
trying to protect the renewal commis- 
sions and other income which accrue 
to them without any work on thei 
part. 

If the companies would adopt the 
above program, then with good con- 
science and head held high the indus- 
try could say: “Mr. Policyholder, it is 
never to your advantage to replace 
your present life insurance policy with 
a new policy. We treat old customers 
fairly by extending to them all of the 
advantages and advances available to 
purchasers of new policies.” 

If our customers get confused by 
claims and counter-claims of selfish 
people trying to protect their own in- 
terests, the customer will make the 
decision . . . he will buy nothing rath- 
er than risk getting stuck. 


Eastern Life Of N. Y. Introduces 


Reduced Early Premium Life Plan 

Eastern Life of New York has intro- 
duced a non-participating 10-year 
modified life plan designed for maxi- 
mum permanent coverage at a low ini- 
tial premium. During the first 10 years 
in force the policy premium is approx! 
mately one-half of the premium after 
the 10th year. 














TII40- VERE SINCE 


tHe KLOPP co. 
10th & Douglas - Omaha, Nebr. - 342-4955 
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.All the King’s horses and all the King’s men 
Couldn’t put Humpty together again 
A royal mix-up, indeed. Especially if 
Humpty’s insurance man didn’t protect him 
with Accident insurance. For a serious acci- 
dent can drain even a royal treasury. 
Make sure your prospects and clients have 
Accident insurance. 
Travelers field men are ready to help you 
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dramatize the need, wrap up the sale. Travel- 
ers claim people—4,310 of them—are ready 
to service claims, quickly and efficiently. 


The Travelers has a wealth of experience. It 
was the first to write an Accident policy in 
America. Since then—1864—The Travelers 
has kept pace with changing times, changing 
needs. Today, they offer a full array of Acci- 
dent, Sickness and Hospitalization contracts. 


See the nearest Travelers Manager or General Agent for details on all forms of Travelers Health insurance. 


THE TRAVELERS Insurance Companies connecticut 
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North America V-P At LIAMA Meeting 
Gives Picture On Health Insurance Value 


Life of North America is sold on the 
value of health insurance. “We started 
field production in 1958 with both life 
and individual health insurance poli- 
cies. Our individual health premium 
volume is going right along with our 
ordinary sales, Rex H. Anderson, mar- 
keting vice-president of the company, 
said at the LIAMA agency manage- 
ment conference in Chicago. 


In 1958 the company paid for $54 
million of ordinary and had an annual 
premium in individual health insurance 
of $100,000. The following year, ordin- 
ary volume rose to $118 million and 
health insurance premiums to $395,- 
000. In 1960 ordinary production was 
$166 million and new health premiums 
were $629,000, he continued. 

The independent property and cas- 


ualty agent produces about 77% of the 
company’s life and A&S business, the 
balance coming from career agents. 
Actually, the training and promotion 
are the same for both independent and 
career agents, although the attitude of 
the independent agent is somewhat 
different from that of the established 
life agent, Mr. Anderson said. 

The property and casualty agent has 
been an excellent source of health 
production in many cases and entry 
via health insurance has led him to 
write life insurance with North Amer- 
ica. The property and casualty agent 
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You'll find REPUBLIC NATIONAL LIFE 


is a great place to hang It 
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— and youll 


never have to take it off to anyone when 


it comes to the modern and complete 


services you can offer 


REPUBLIC NATIONAL LIFE “4eccuce Company ovo 


LIFE * ACCIDENT » 
HOSPITALIZATION ° 


SICKNESS ¢ 
PENSION °® 


BROKERAGE » 


MEDICAL AND SURGICAL REIMBURSEMENT * 
COMPLETE REINSURANCE FACILITIES 
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has no qualms about the more ¢oq, 
plicated forms of health ins 
policy contracts and provisions 
the handling of claims, the Speake 
said. When it comes to complex cove, 
ages, there is nothing that com 
with property and casualty insurances 
Riders, endorsements, short forms 
long forms are part of the business, 
contrast, health insurance is relative, 
simple. And for a man who is use 4, 
handling claims—including everytpj 
from a burned spot on somebody’s 
repairs when the wind blew the garag, 
roof off, etc.—health insurance claim, 
are just a part of his normal course g 
business. 


Excellent Sales Source 


The net result is that the indepen. 
dent agent is an excellent source gf 
health insurance sales and he has th 
business know-how to write it ay 
service it. The only problem is that} 
is besieged by every company Offering 
health insurance. They all want hin 
to write business for them. To mer 
his confidence, a company has to hay 
a good quality product that is attra. 
tive, competitive and properly hap. 
dled—both in the field and home office 

Knowing that the independent agen 
would be its biggest market 
North America purposely set out t 
design an attractive health policy. “W 
sell primarily a family health insy. 
ance policy with selected benefits” 
Mr. Anderson said. “Under both con. 
mercial and quaranteed renewabk 
forms, the policy insures the fami 
head for income benefits and also ca 
include accidental death, hospital, ex. 
tended hospital and major medical fy 
father, mother and children. One policy 
can be written to include all or an 
of these coverages. This one-famil 
health policy approach was a new ide 
when it was introduced by Ins. Co. of 
North America in 1958 and we ar 
liking the idea more every day.” 

“We are absolutely sold on the value 
of health insurance for career agents,” 
he continued. It seems that it helped 
new agents achieve the real self-re 
liance and satisfaction which comes 
from getting established in the life 
insurance business. It is difficult to 
get established in the life insuranc 
business these days when a man need 
say $450 a month financing to live, he 

(CONTINUED ON PAGE 21) 





On the ‘Gator trail: NALU Preside 
William E. North (left), who shared! 
1,400 mile auto ride through Florida 
the annual ‘Gator caravan sales cot 
gress with Charles E. Gaines (center 
director of the Southern Methods; 
University insurance marketing cow 
and Cecil B. Carroll, vice-president 
Independent Life &. Accident of Jack 
sonville. They spoke at Miami, Tam 
Panama City and Jacksonville. Bee 
of the strike of flight engineers, * 
seven-man party made the trek 
rental automobiles. 
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CONGRATULATIONS to tre FRESHMAN 9 who 


led all Massachusetts Mutual first year men an 
1960 in combined sales, commissions and lives. 





GEORGE F. JOCHEM 


1960 ordinary sales 
$1,050,061 


sees joined our Miami-Pierce 
Agency after working as a 
manager trainee with a truck 
rental firm following two years 
as a Paratroop Officer in the 
U. S. Army. A graduate of 
Stetson University, he received 
the Company's First Year Man 
of the Month Award last May. 





CHARLES R. DURKIN 


1960 ordinary sales 
$948,920 


a native of New York State, 
he attended Canisius College 
and entered our Columbus 
Agency following 8 years in 
the U. S. Air Force. He sold 
$50,000 or more in every 
month of 1960, 





THOMAS L. THORKELSON 


1960 ordinary sales 
$1,026,100 


youngest of the Freshman Five, 
he was just 27 when, after five 
years in the U. S. Marine 
Corps, he joined our Santa 
Ana Agency. At the end of 
1960 he had 38 consecutive 
weeks of production and had 
averaged over two sales per 
week for the year. 





WILLIAM M. OSBORNE 


1960 ordinary sales 
$794,500 


coached athletics for 11 years 
at both high school and univer- 
sity level before he became a 
member of our Billings 
Agency. In March he received 
the Company's First Year Man 
of the Month Award. 





STANLEY W. GERLACH 


1960 ordinary sales 
$1,780,000 


immediately started consecu- 
tive monthly sales records and 
at the end of 1960 he was 
24th in volume and 7Oth in 
commission in our entire field 
force. His experience — two 
years in the Army, four years 
directing high school athletics 
before joining our Panorama 
City Agency. 













Sales by first and second-year men 
totaled $258,913,434 or 25.9% of 
the Massachusetts Mutual ordinary 









production for the year 1960. 
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Statements Continue To Reflect Gains 


ALL AMERICAN L.&C. 

All American Life & Casualty re- 
ports life in force during 1960 in- 
creased 66.8% —irom $113,818,571 to 
$189,858,909. Issued life business in- 
creased from $52,928,262 to $90,480,- 
108, an increase of 70.9%. Total paid 
A&S premiums were up 18.1%—from 
$4,170,965 to $4,925,997. Net invest- 
ment income totaled $479,288, com- 
pared with $374,194 for 1959, an in- 





T. BRAXTON HORSLEY, C.L.U. 
Co-Manager, Richmond 
President, Virginia Vanguard 
Leading Agency, net increase insurance in 
force and total paid Ordinary production. 





MARCHANT H. HALL 
Agent, Baltimore 
First Vice-President, 
Virginia Vanguard 


crease of 28%. Assets as of Dec. 31 
stood at $14,752,271, an increase of 
$2,760,000 during 1960. 


AUSTIN LIFE 

Austin Life reports assets during 
1960 rose to more than $6 million. Life 
in force increased 9% making that 
total at Dec. 31, $43,734,514. Death 
benefits amounted to $452,592; living 
policyholders received benefit pay- 
ments totaling $76,419. Aggregate re- 


DANIEL L. WILLIAMS, C.L.U. 
Co-Manager, Richmond 
Leading Agency, net increase 
insurance in force and total 
paid Ordinary production. 
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serves increased during the year by 
$226,981 to a total of $4,580,000. 


INTERSTATE LIFE, DALLAS 

Interstate Life of Dallas reports as- 
sets during 1960 increased by more 
than $1.2 million, thus enabling the 
company to pass $4 million. Life in 
force at Dec. 31 stood at more than 
$27 million. Reserves were more than 
$2,750,000. 


GIRARDIAN 
Girardian had a 28.11% increase in 
1960 paid production over 1959, and 


W. BARTON BALDWIN 9 
Manager, Norfolk Agency 
Winner, Agency Management Trophy 





fe 


WILLIAM P. WOOTTON 
Agent, Baltimore 
Second Vice-President, 
Virginia Vanguard 


The Look of Leadership 


“Extra-ordinary” men—these five from our Ordinary 


Division. By their personal efforts or as agency execu- 


of leadership, possessed and inspired, deserve recog- 


nition. They are a prime and prized factor in making 
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passed the $100 million mark cf ingw. 
ance in force in September, wi 
benefit of mergers, reinsurance we 
purchases of any kind. 

The in force figure at the eng 
1960 amounted to $107,023,379. 
showed an 18.5% increase and the 
1960 first year premiums increaga 
27.8%. 


JEFFERSON NATIONAL LIFE 

Jefferson National Life reports jp, 
surance in force increased 13.4% dy. 
ing 1960 to $240,136,127. Paymeny 
to policyholders and beneficiarig 
amounted to $2,567,421—up 8.1% over 
the preceding year. Assets as of Der 
31 stood at $27,233,629, up 10.6%. 


PROVIDENT MUTUAL LIFE 

Assets of Provident Mutual Life x 
the close of 1960 totaled $871,004.04 
an increase of $15,329,000. New inves, 
ments showed an average yield ¢ 
5.61%, up from 5.10% in 1959. The ne 
return on all investments, after federy 
income taxes, was 3.52%, as compara 
with 3.45% in 1959. Benefit payment 
totaled $58,249,000, up $3,220,000. Divi. 
dends set aside for- 1961 amounted t 
$983,000 more than in 1960. 

Individual life sales were $249,705. 
000, as against the previous record jy 
1959 of $245,975,000. Life in fore 
reached $2,624,753,000 at the year; 
end, a gain of $159,718,000. Of the to. 
tal in force, more than $415 million js 
group. Annualized premiums of 19) 
health insurance sales amounted tp 
$2,606,000, as compared with $1,707,00 
in 1959. Yearly premiums for healt 
insurance in force total $7,432,000. 


RUSHMORE MUTUAL LIFE 

Rushmore Mutual Life reports in. 
surance in force during 1960 increase 
13% to a total of $68,146,399. Assets a 
year end totaled $5,528,943, an in. 
crease of 13%. Surplus rose 25% t 
$514,145. The net investment incom 
ratio was 5.2%. 


SOUTHERN PROVIDENT 

Assets of Southern Provident of 
Dallas amounted to $1,535,948 at the 
close of 1960, an increase of 13%. In- 
come was up 12% to $768,176, policy 
reserves rose 28% to $1,133,552, and 
insurance in force climbed 11% to $48- 
005,244. 


SOUTHLAND LIFE 
Southland Life reports sales of life 
insurance during 1960 reached $252- 
258,079—an increase of 18.7% ove 
the previous year. Life in force now 
stands at $1,426,219,404. 


Cleveland CLUs Ready 


Estate Planning Seminar 

Stuart A. Monroe, Mutual Benefit 
Life general agent, Chicago, and B. 
William Steinberg, Massachusetts Mu- 
tual Life general agent, New York, wil 
conduct an all-day estate plannin 
seminar at Cleveland April 12. The 
local CLU chapter there is sponsoring 
the event. Messrs. Monroe and Stein- 
berg are co-authors of the book Practi- 
cal Property Planning—A Work Book 
of Estate Planning for the Life Under- 
writer. 

With the theme Estate Planning Is 
for Everyone Today, the morning Ses- 
sion will be devoted to estate plannilé 
at different economic levels—$6,50, 
$12,000 and $25,000. Special problems 
will be discussed in the afternoon. 





Life of Virginia “The Natural Bridge to Security” 


for an ever-growing number of 


tives, they established outstanding sales and service 

records which have earned them the distinction of be- 

ing named Leaders for the year 1960. Such qualities individuals and their families. 
INSURANCE 


THE LIFE "coway OF VIRGINIA 


SINCE 1871 ¢ RICHMOND, VIRGINIA 


Allstate Names Connell 
An Assistant V-P 


Allstate has named Donald S. Con- 
nell, sales director of life, A&S sales 
an assistant vice-president. He joined 
the company in 1960 after serving % 
agencies director for Aetna Life. 


« 
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-. .. THIS CASE CONTAINS 






cost competitive contracts 
designed specifically for each of 
nerea the many life insurance markets 





















And more,-too! Supporting The Union Central 


representative and his superb merchandise is a powerful national adver- 


+ tising campaign; a sound, smart sales promotion program; and quality, 


co direct direct mail. His career is aided further by a proved Training and 





Educational procedure. 


ag This places The Union Central agent, and his Company, in a preferred 


: 2 position in today’s life insurance market place! 


+ | The UNION CENTRAL LIFE Insurance Company, Cincinnati 


Security for the American Family since 1867 











| ikea ar umpepepag 


iw 








Consolidated Functions with RAMAC 


New powerful IBM RAMAC*® 1401 and 
1410 Data Processing Systems extend 
‘capabilities of random access accounting 


The RAMAC concept of accounting cuts manual 
filing and sorting requirements, and speeds every 
phase of policy and claims handling. With its 
instant access to any information at any time, it 
is the ideal system for consolidated functions. 
With IBM’s new RAMAC systems, you can store 


























from 10,000,000 to 100,000,000 data characters. 
(One system, for example, has the capacity to 
store as many as 500,000 records of 200 char- 
acters each.) These solid state computers give you 
vastly increased processing speeds. And the 
systems are designed to grow economically with 
your needs for increased capacity. 

If you are interested in consolidated functions, 
find out more about these new IBM RAMAC 
systems. Call your IBM representative for details. 


All pertinent information for day- 
to-day operations is filed on the 
RAMAC discs—the heart of Con- 
solidated Functions: 

¢ General Ledger Data - Loan Records 
e Agents’ Records ~- Premium Rates 


¢ Dividend Rates - Dividend Records 
¢ Detail Policy Records 











DATA PROCESSING 
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Los Angeles in 1935, and after that 
was named general agent at Portland, 
Ore., Los Angeles and San Francisco. 
He has held every office in San Fran- 
cisco General Agents & Managers 
Assn., and has been a national director 
of General Agents & Managers Con- 
ference and chairman of San Fran- 
cisco Estate Planning Council. 


Changes In The Field 


at Corpus Christi, has been named 


Southwestern Life : 
assistant manager there. 


Richard Busse, manager at Los An- 
geles, has been named regional man- 
ager there for development of the 
southern California area. He is a CLU. 
J. D. Musgrove, assistant manager at 
Tulsa, has been appointed manager 
there. 

William Holderness, sales supervisor 


National Life Of Vermont 


E. A. Ellis has been appointed gen- 
eral agent at San Francisco, where he 
has been manager of Life of North 
America. He entered the life insur- 
ance business with Pacific Mutual at 


Lincoln National Life 
Leonard A. Kahn has been appointed 
agency manager at Garden City, N. Y., 
the company’s first agency on Long 
Island. Mr. Kahn joins Lincoln Na- 


















TATRESLOLO! STRIKE IT RICH! 


Se . " You can “Roll a Strike” every time with Columbus 
ace Mutual’s Agent's Contract, Induction Program, 
and Sales Packages —because your agents make 
money and you make money with: 





Jo, Commissions on Leading Par and Non-par Policy Contracts. 


( 
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Vested Renewals. 

Higher Lifetime Compensation in Service Fees. 
Non-Contributory Pension Plan. 

Free Group Life Insurance. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 


FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 






















> AV; 
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MUTUAL’S 


Agent's Contract 
Induction Program 
Sales Packages 4 


AGENCY-BUILDING OPPORTUNITIES in: 


Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 
Washington, D.C., and West Virginia. 
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tional after 11 years as assistant ma, 
ager at New York City for Equitah, 
Society. 


Northwestern Mutual 
Charles A. Mc- 
Cotter, special 
agent at Indian- 
apolis for the past 
23 years, has been 
named general 
agent at Nashville 
succeeding E. T. 
Proctor, who is re- 
tiring. Mr. Proctor, 
with the company 
44 years, has been 
general agent at 
Nashville since 
1928 and is the 
only agent to have served as Presiden 
of all three of the company’s assogis. 
tions—special, district and general, 
J. R. Winegardner, a special agent a 


wl 


il 


y 





C. A. McCotter 











E. T. Proctor 


Los Angeles for the past 14 years, has 
been named general agent at San Diego, 
succeeding Robert W. Stockton who has 
held that position since 1952. Mr. Stock. 
ton has been with the company sine 
1950 and now returns to personal pro- 
duction. 






J. R. Winegardner 


Guardian Life 
Insurance Planners Inc., has _ been 
appointed district agent at Bridgeport, 
Conn. President of the corporation is 
Frederick D. Gabel, who has been pres- 





L'oyd O. Anderson 


Frederick D. Gabel 


ident and is a director of Midland In- 
surance, a New York casualty company, 

Lloyd O. Anderson has been ap- 
pointed manager of a new agency at 
Orlando, Fla. He was associate man- 
ager of Prudential at Atlanta and 
before that was training consultant 
at the regional home office at Jack- 
sonville. 


Great-West Life 
Four supervisors have been named: 
Barry M. Friedman at St. Louis, Rich- 
ard L. Francis at Houston, Arnold 
Schilder at New Westminster, B. C, 
and Richard L. Cross at Montreal. 


All American L.&C. 

Francis Nix and Thomas Ogletree 
have been named general agents to oP 
erate jointly in southeastern Georgia, 
and Harlow Harper has been appoint- 
ed general agent of Nevada. Mr. Nix 
was staff manager of Peninsular Life 
and Mr. Ogletree was with that com- 
pany at Savannah as manager of east 
Georgia agencies. Mr. Harper was for- 
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tant map. 
Equitah, 
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Probing the Secrets of Cells...to advance the fight on Cancer 


Discoveries in cytology—the science of 
cells—have revealed some of the inner- 
most secrets of cells. When scientists 
learn why healthy cells become malig- 
nant and how to halt their growth, they 
will have the key to cancer. 

Already, the study of cells has given 
us new weapons against some forms of 
cancer. In fact, one of the most impor- 
tant advances in recent years is the dis- 
covery that one of the leading types of 
cancer in women can be diagnosed in 
its very earliest stages. 


Metropolitan Life 


INSURANCE COMPANY 


A MUTUAL COMPANY 


1 MADISON AVENUE, NEW YORK 10, N.Y. 


This is done by the simple and pain- 
less removal of cells for study under 
the microscope. If cells which may be- 
come cancer are present, the test can 
spot them as much as five to ten years 
before they become dangerous—or long 
before they begin their destructive in- 
vasion of normal body tissues. 


Thanks to this test—known as “‘the 
Pap smear” or the Papanicolaou test— 
the type of cancer that it reveals is 
about 100 percent curable if detected 
early enough. Every woman past the 


age of 25 should have this test every 
year as a part of her regular physical 
examination. Most physicians can now 
make the test. 

Though the outlook for the control 
of some types of cancer is steadily im- 
proving, you are still the first line of 
defense against this disease. For exam- 
ple, you should know the seven danger 
signals that warn of cancer. Should one 
of them occur, go to your doctor 
promptly and rely on his advice. 





THE LIGHT 
Pe THAT! BS 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in two 

colors in publications with a total circulation in ex- 
cess of 45,000,000 including Saturday Evening Post, 
Ladies’ Home Journal, Good Housekeeping, Red- 
book, Reader’s Digest, National Geographic, 
U.S. News and Look. 





















































18 
merly a general agent of Farm & 
Home Life. 


Liberty National Life 


Thomas Hargrove, district manager 
at Tallahassee, has been transferred to 
the new agency at Miami. 


Life Of Virginia 
Douglas S. Churchill, field training 
supervisor at the home office, has 
been appointed district manager at 
Tampa. He has been associate district 
manager at Miami. 
James W. Roberts, associate district 
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manager at the Atlanta No. 2 agency, 
succeeds Mr. Churchill. 


California Life 
Frank Frison has been appointed 
regional group manager for Minne- 
sota and South Dakota with offices at 
Minneapolis. 


Intercoast Mutual 
Donald E. Randall has been appoint- 
ed supervisor ‘of the individual depart- 
ment at Los Angeles. He has been 
with the company since July of last 
year. 


Midland Mutual Life 


Fred D. Browning has been ap- 
pointed general agent at Fresno, Cal. 
He has been district manager for 
Pennsylvania Mutual there. 


Connecticut Mutual Life 
Hugo W. Pinnock has been appointed 
general agent at Salt Lake City, where 
he was formerly with Northwestern 
Mutual Life. 


KENTUCKY CENTRAL L.&A.— 
Thomas E. Steigerwald has been pro- 
moted to manager at Youngstown, O., 








although progress is a relative term... 


BANKERS LIFE OF NEBRASKA has experienced steady progress 
since 1887. We are now in a period of accelerated expansion—a break- 
through. created by an outstanding field force coupled with vigorous 


management leadership and imagination. 
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succeeding George F. Frienc, who 
being placed on temporary disapbj; 
status due to ill health. Mr. Steigs E 
wald has been with the comp, 
since 1954 and Mr. Friend since jy 
St 





Continental Assurance 


Edwin Mays Jr. 
has been appointed 
manager at San 
Diego, the agency 
to bear his name. 
He has been with 
American United 
Life since 1954 at 
Kansas City as an 
agent and agency 
supervisor, leading 
that company in 
production in 1958 
and among its top 









Edwin Mays jp, 










three producers . Mr 
five out of six years. He is a member fl president of 
the Million Dollar Round Table. Jack H. 
tate Far 
Manhattan Life y ot cor 
Harry B. Mathewson has been q,§ present duti 
pointed general agent at Honol) 
where he had been general agent fy Gre 
E. Marcus 
from assisté 
t al 
,and W 
Teoted | 
agent to as 
Henry H 
solicitor, ha 
at the regic 
apolis. He 
who has be 
J. Robert Sweeney Harry B. Mathews ark home ¢ 
Connecticut Mutual Life. Before tha Luth 
he was division manager there for P Clarence 
dential. ed comptro 
J. Robert Sweeney, brokerage super.§ when he le 
visor at St. Louis, has been appointei§ to enter bu 
general agent at Kansas City. He wag Richard | 
formerly with Pan-American Life ani§ assistant to 
Equitable Society. 
: Great 
Ohio National Life Jack R 
Joseph McCorig been appo! 
has been appointed 
regional group su West 
pervisor of th® Kenneth 
sales and _ servic moted to 21 
division, grow§ tor of dat: 
pension depart assistant « 
ment, and will op§ with the c 
erate from th 
company’s Garret Gene 
agency at Spokane Harold ° 
He will be respon director o: 





sible for all grow 
and pension pli} the compa 


Joseph McCord 


: activity in Wash} Most recen 
ington, Idaho, Montana and Salem ani ager for ( 
Portland, Ore, Moines. 


GOVERNMENT PERSONNEL MU: 
TUAL has appointed Charles V. Wil: S 
hoit general agent at San Diego 
succeed William M. Biermann, whoi 
returning to personnel production. 


FEDERAL L.&C. has appointed Pal 
Graham II manager at Fort Laud 
dale, the company’s first agency 
Florida. ij 


# 


a Service Guides 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 



























30 N. LaSalle St. Chicago 2, It. 
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State Farm Life 

Richard F. Stockton, vice-president 
,q treasurer of State Farm Mutual 
“to. and Thomas C. Morrill, vice- 
sident of that company, have been 
med to the board of State Farm 
replacing J. Colby Beekman 
. B. Steward, retired. Messrs. 
skman and Steward have served 
board since the company was 
od in 1929. 
D. Bower has. replaced Rob- 
Perry as lst vice-president of 
Farm Assurance. Mr. Bower, 
of State Farm Life, also will 
grve as secretary of State Farm As- 

ce. Mr. Perry remains lst vice- 
ident of State Farm Life. 
Jack H. Miller, senior vice-president 
of State Farm Life, becomes secretary 
of that company in addition to his 
present duties. 


Great Southern Life 


E. Marcus House has been promoted 

from assistant vice-president to vice- 

t and group department man- 

ager, and Worth A. Washburn has been 

ted from assistant purchasing 
agent to assistant secretary. 


Prudential 


Henry H. Fryling, assistant general 
solicitor, has been promoted to counsel 
at the regional home office in Minne- 
apolis. He succeeds Paul B. Eagleton, 
who has been transferred to the New- 
ark home office. 

Lutheran Brotherhood 

Clarence Nelson has been reappoint- 
ed comptroller. He had held that post 
when he left the company late in 1959 
to enter business in Florida. 

Richard Lund has been appointed as 
assistant to Secretary Kenneth Severud. 


Great National Of Dallas 


Jack R. Wahlquist, attorney, has 
been appointed assistant secretary. 


Western & Southern Life 
Kenneth W. Smith has been pro- 


if moted to 2nd vice-president and direc- 


tor of data processing. He has been 
assistant comptroller and has _ been 
with the company since 1931. 


General American Life 


Harold B. Eckey has been named 
director of group sales, with super- 
visory responsibility for one-third of 
the company’s district group offices. 
Most recently he has been group man- 
ager for Connecticut General at Des 
Moines, 


St. Lawrence Life 


Leo McFadden 
has been appointed 
director of agen- 
cies. He was for- 
merly assistant 
agency director of 
Guarantee Life & 
Trust, western 
agency, before 
joining St. Law- 
rence last October. 
He had also been 
state manager of 
leo McFadden western operations 

in Idaho and Mon- 
tana of Combined of Chicago. 


All American L.&C. 


Ahlgren has joined the com- 
Pahy as assistant general counsel. A 
Sraduate of DePaul University 


Home Office Changes 


LIFE INSURANCE EDITION 


He is a fellow of Society of Actuaries. 
Albert Wood, assistant secretary has 
been promoted to the new position of 
assistant vice-president. 


Variable Annuity Life 


law school, he was a special agent of 
the FBI until 1957, after which he 
engaged in private practice in Park 


Ridge, Ill. 
John F. Winch 


has been appointed 
vice-president, in- 
vestments. He was 
formerly invest- 
ment analyst and 
member of the in- 
vestment commit- 
tee of Electric 
Bond & Share Co. 


Lafayette Life 
Named to the board are William J. 
Mattingly, agencies director, and James 
R. Price, chairman National Homes 
Corp. 


Southwestern Life 

T. E. Sargeant, loan officer in the 
investment department, has been 
promoted to 2nd vice-president and 
assistant treasurer. He is succeeded in 
the former post by H. H. Skaggs, who 
has been associate loan officer. Sam 
Davis Jr., assistant actuary, becomes 
associate actuary, group. He is an as- 
sociate of Society of Actuaries. George 
Sherritt, assistant actuary, becomes 
associate actuary, individual life and 
A&sS. He is a fellow of Society of Ac- 
tuaries. Emanuel Halpern, actuarial 
assistant, becomes assistant actuary. 





John F. Winch 


State Mutual Life 


Joseph G. Nason, assistant counsel, 
has been promoted to associate coun- 
sel on the financial operations law 
staff. 


AMERICAN FOUNDERS LIFE of 
Austin has named Charles E. Damron, 
Fort Worth manager, a director. Mel- 
vin D. Jones, previously senior vice- 


WS 


\S 


\ 


\ 


eK 








\N 
~ 


Yj 


THE 


SS 


WOW 
A 
WN SS 


/ 


_ NATIONAL 
LIFE 


ACCIDENT 
INSURANCE 4 
. = SS 





y 


% 





HOME GROWN 


We have 225 District Managers, ten Ter- 
ritorial Managers and two Superintend- 
ents of Agencies; and they, as well as 
many of our officers and department 
heads, started in the field as Agents and 


won promotion through the ranks. 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 
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president with University Life of Okla- 
homa, has been appointed senior vice- 
president and a board member. Ruth 
Smith, head of the policyholders ser- 
vice department, has been named as- 
sistant secretary. 


INTERSTATE LIFE of Houston has 
appointed Robert B. Parker, attorney, 
vice-president. Samuel Rosenthal, pres- 
ident of Samuels & Co., meat packing 
company, has been elected a direc- 
tor. 


WESTERN TRAVELERS LIFE of 
Los Angeles has named David J. Hop- 
kins, Columbia Broadcasting System, 
New York, a director. He is the son of 
the aide and adviser to former Pres- 
ident Franklin Roosevelt. 


GREAT SOUTHWEST LIFE—Keith 
F. Eubanks has been named mortgage 
loan department vice-president, and 
Miles E. Turney assistant vice-presi- 
dent and chief underwriter. 


FIRST COLONY LIFE has promoted 
Edward T. Kirkenby, assistant vice- 
president, to vice-president. He is a 
vice-president of Virginia A&H Un- 
derwriters Assn. 






















IT’S YOUR MOVE 


If you have a proven sales record, and live 
in one of the Provident states, we may have 


just the opportunity you are looking for. 





YOUR 


% To top commissions on 
persona! production 


% To vested renewals 
% To competitive policies 


% To powerful sales brochures 


% To tops in support from 
Home Office 
%* To growth with a growing 
company 
Write in strict confidence to: 


JOSEPH DICKMAN, 
Agency Vice President 


PROVIDENT LIFE sé. 


INSURANCE COMPANY 


BISMARCK, NORTH DAKOTA 


MOVE one 


% To your own general agency 


Minnesota 
South Dakota 
North Dakota 
California 
Washington 
Colorado 
New Mexico 


“THE PROVIDENT 
STATES” 





Wyoming 
Idaho 
Utah 
Oregon 
Arizona 
Nevada 
Montana 


)Netol fel -tali 
mi-Xol haa 














FieNATIONAL UNDERWRITER 


At the February 
meeting of Lake 
Superior District 
Assn. of Health 
Underwriters at 
Duluth, officers 
were elected and 
E. J. Witt, regional 
group manager 
U.S. Life, Chicago 
(second from left), 
spoke on group in- 
surance. New of- 
ficers are (from 
left) Harry 
Schultz, Metropol- 
itan Life, Duluth, 
secretar y- 
treasurer; Lloyd 
Westerback, Paul 





Holden agency, Superior, Wis., vice-president, and Carl E. Benson, U. §, 


Duluth, president. 


April 1, 





American Life (N.Y.) 
Introduces Its Major 
Medical, Group Plans 


American Life of New York, at a 
production conference in Summit, 
N. J., attended by the life superin- 
tendents of the company’s agencies, 
introduced its forthcoming major med- 
ical and group programs. The major 
medical policy will be announced 
shortly to the field in all territories 
and the group program will be re- 
leased in New York, Connecticut and 
the northern half of New Jersey. 

The program for the meeting cov- 
ered business development, marketing, 
production and agent and broker re- 
cruiting and development. 

Speakers on the program were Paul 
E. Van Horn, president; John J. Over- 
end, vice-president and actuary; John 
A. Palmer, and Robert G. Horton, su- 
perintendent of agencies, and manag- 
ers and assistant managers of the un- 
derwriting, accounting and claim de- 
partments. 








AMERICA’S INFORMAL 
BUSINESS CAPITAL 


You will find at The Greenbrier the perfect setting for 
your conference, whether it be for ten or a thousand 
people. The new, air-conditioned West Wing has an . 
auditorium with a 42-foot stage, new sound and pro- 
jection machines, splendid banquet arrangements, a 
theatre with a CinemaScope screen. Ready soon will 
be our new 17,000 square foot exhibit hall. For after- 
session enjoyment The Greenbrier’s recreational facili- 
ties are unsurpassed. And our staff of experts not only 
helps in planning your program, but they also handle 
the details to carry it through successfully. 


Special Winter Rates available on request. Include a 
spacious, luxurious room and The Greenbrier’s tradition- 
ally fine meals, green fees (our courses are playable much 
of the winter), swimming in mosaic tile indoor pool, mem- 
bership in the Old White Club and gratuities to service 
personnel. EFFECTIVE DEC. 1, 1961—FEB. 28, 1962. 


FOR INFORMATION write Charles L. Norvell, Dir. of Sale‘. 
Also reservation offices: New York, 630 Sth Ave., JU 6-4500 
Boston, 73 Tremont St., LA 3-4497 + Chicago, 77 W. Wash- 
ington: St., RA 6-0624 « Washington, D. C., Investment Bldg., 
RE 7-2642 « Glen W. Fawcett: San Francisco, 1029 Russ Build- 
ing, YU 2-6905 « Seattle, 726 
Joseph Vance Building, MU 
2-1981 + Dallas, 211 N. Ervay, 
RI 1-6814 + Los Angeles, 510 
West Sixth Street, MA 6-7581. 


WHITE SULPHUR SPRINGS + WEST VIRGINIA 





Guide To Supervisory 
Training Programs Is 
Published By LOMA 


A guide to developing and admp 
istering supervisory training progray 


has been published by Life Offi 


Management Assn. The volume 
prepared by the training subcommi 
tee of the LOMA’s personnel admip 
istration committee. 

The manual was designed for if 
companies which do not have exper 
enced training specialists or whic 
have never conducted a _ supervis 
training program, but can also sen 
as a practical guide to officers in }if 
companies who have the responsibilit 
of developing, organizing, administe 


ing and leading training programs fy 


supervisory personnel. 
Four basic aspects of superviso 


training are covered in the handbod 
—the supervisor’s job, how to get th 


work out, how to train employes ani 
how to work with people. The materi 
al is arranged so that it can be broke 
down into 15 one-hour training 
sions. 

The text for each session contain 


the actual remarks that a trainer mighi 


use in conducting the session, sugges 
the types of questions he should as 
the trainees and the objectives thi 
he should reach in each discussior 
It includes charts, worksheets, ca 
studies and demonstration outing 
that are used in each session. 

The manual will be used as a tex 
at LOMA’s supervisory training work 
shops at the Nassau Inn, Princetor 
N. J., in March and July. It is alread 
being used for courses conducted }b 
several member companies which # 
tended the workshop last summer. 

Because of the special nature of 
material, distribution of the manual j 
confined to the insurance industry. ! 
limited number of copies are aval 
able to nonmembers at $25 each, pli 
$1 postage. 


Franklin Life Holds First Of 
Advanced Agency Schools 


Franklin Life has held the first in 
series of “master agency builder 
schools at Starved Rock State Parks 
Illinois. The school is designed for é 
vanced training of general agents a 
managers. 

A total of 32 regional managers # 
tended the first school and its succes 
has prompted the company to schedt 
three more of the same: April 17, He 
shey, Pa., May 7, Starved Rock Stl 
Park, and May 28, Houston, Tex. 

The course outlines methods 
selection, orientation and training 
new associates, advanced underwrit 
and agency management. 
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(CONTINUED FROM PAGE 10) 
“And when the validation sched- 
Je under that old financing plan is 
ng him in the face, each sale is a 
4a] achievement.” He reiterated that 









smalth insurance makes the job easier 
gives the agent more opportunities 
make a sale and gives him more 













Be want all agents to sell health 
ance just as hard as they do life 
“urance..- Lake a new life agent 
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5 sells 52 life policies a year, a sale 
reek, The figures of most companies 
sdicate that he will have to call on 
seven prospects to get three interviews 
to get one sale. To sell 52 policies he 
has to talk to 364 people, but the 
tragedy is this—of these 364 people he 
talked to, he rang up NO SALE with 
312 of them—86% bought nothing.” 
The agent who presents health in- 
surance, however, can convert some 
of the waste into profit. Among the 


gives Health Insurance Value Picture 





LIFE INSURANCE EDITION 


risk, for without them the price would 
be beyond his means. We try not to 
scare him—but inform him so he can 
sell with knowledge and conviction.” 

Mr. Anderson said all companies re- 
presented have good educational ma- 
terial but wondered if that material 
helps where actual training on the 
poilcy is concerned, or must the new 
agent figure the sales value for him- 
self. It has been found by his company 
that the best results can be obtained 
if the benefit provisions given by 
the book are followed by an explana- 
tion in salesmens’ language. By help- 
ing the agent translate these pro- 
visions into selling language, “we are 
helping him understand—and to sell 
more effectively—which is our real 
aim anyway.” 

Turning to another equally important 
area—field underwriting—‘where 
proper understanding is absolutely es- 
sential,” he said the life agent must 
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Gilbert V. Austin, general agent at Brooklyn, N. Y., received Aetna Life’s 
president’s trophy from Henry S. Beers, president, at meeting of the company 
general agents advisory council, of which Mr. Austin is chairman. Other trophy 
winners, and also council members, from left, are J. Denny Nelson, San Fran- 
cisco; Max D. Shriver, Kansas City; R. M. Harpster, Portland, Ore.; Mr. Austin; 
Mr. Beers; Arthur H. Bikoff, New York; Samuel G. Carson, Toledo, and J. E. 
Berg Jr., San Diego. 





body asks for it. The agent who sells 
on that basis will have nothing but 
troubles. First, people who ask for 
health insurance all too often have 


cians’ statements, riders and declina- 
tions. 

“Health insurance, like lifeboats, 
parachutes and fire escapes has got to 


1d admin§ 312 non-buyers of the 52 life buyers, 
 program— he should be able to sell 52 health 
ife Offisl insurance policies if he really tries. 
lume He is making more money per call 
ibcommi§ and is building policyholders at a much 
el adming faster rate. He is becoming established 
in the insurance business more quickly 
d for ligand is more rapidly approaching the 
ye experi day when his prospecting problems 
or whidd will be solved through friends, rela- 
Ipervison tives, business associates and repeat 
also sery@ sales of his clients. 
rs in lif yqual Partner With Life 
in sen Using his own company for example, 
grams fag the speaker said despite the fact that 
its health insurance policies have an 
pervisorg average premium 35% less than the 
handbodf average premium on its life policies 
© get thy and despite the fact that the first year 
loyes ang commission rate on health insurance 
e materi coverage averages 10% less than life 
ye broke insurance, the career agents get 20% 
ning seg of their first year commission earnings 


from health insurance. “Now 20% 
Containg May not sound like much, but it is im- 
rer migh Portant under our financing plan, be- 


suggesigy cause it enables us to go $80 a month 

ould asf higher in the financing of a new man 

ves th —we can afford to pick maturer men. 

scussion§ IS it any wonder that in more and 

ts, casg More life companies, health has be- 

outling COme an equal partner with life?” he 
asked 






s ate “In 1961 we are shooting for $800 
1g work Million of new A&S premiums. But 
rincetong Of more significance is the fact that for 
- alread every three life policies we are selling 
icted by One health policy. That is the ratio we 
hich ag 4re working to improve in 1961—to get 
er, it to the one-for-one ratio that all 
e of thg gents should attain.” 
anualig There are certain - fundamentals 
ustry. # Which cannot be minimized, however, 
2 availg aS to informing the agent on health 
ch, plug insurance if he is expected to stay in 
the business. He must understand the 
policies, and that doesn’t mean just 
st Of reading them over and perhaps getting 
a few verbal foot notes. Life insurance 
100)8 benefits are pretty straight-forward 
| and even the settlement options are 
rst in reasonably understandable, the speaker 
uilders} declared. “Health insurance, on the 
Park if other hand, is a Chinese cousin. In 
for a¢§ most health policies today, even the 
nts aliclearest leave a lot of room for ‘in- 
terpretation.’ We try to help the agent 
gers at] understand the policies—exactly what 
succes§ @ policy will do—and, equally impor- 
hedulq tant, what it will not do. 
7, He} “That doesn’t mean he should mere- 
k Stally be able to parrott the provisions. 
X. 4 We try to make sure he really knows 
ds “the advantage of the benefits and the 
ing M advantages of the exclusions and re- 
writif strictions in the policy. After all, ex- 
clusions are advantages to the good 












understand why health insurance must 
be sold. Often a life agent will say he 
sells health insurance only when some- 


medical histories. The agent will be 
plagued with problems that will dis- 
courage him—delays, attending physi- 


be ready before it is needed—and the 
agent has to know enough about field 
underwriting to know that he should 





tHE 5 Oth $ annuat statement 


THE FARMERS & BANKERS LIFE INSURANCE COMPANY 


. . Showing condition as of December 31, 1960 


Assets 
Cagle mie Bane i ee os ces 
Menge oon a ok cbs owes 
U. S. Government. . $4,928,829.93 
ForeignGovernment 171,397.17 
State, County, 
Municipal ..... 1,899,028.69 
Railroad, Public Utility, 
Industrial ...... 4,460,994.97 
Siig: oe os oo ool eee we 
Preferred ........ 1,398,445.19 
Common ........ 785,434.00 
Real Estate Owned .............. 
Home Office 
Property ....... 350,000.00 
For Investment 
Purposes ...... 312,897.30 
R. E. Sales Contracts 16,110.34 
First Mortgage Loans ............ 
Farm Properties 
Conventional ... 749,698.36 
FHA & Veterans. 6,572.21 


City Properties 


Conventional .. .28,732,111.98 

FHA & Veterans. 395,164.78 
Loans Secured by Legal 

Reserves on Policies............ 


Investment Income 


$ 881,203.16 
11,460,250.76 


2,183,879.19 


679,007.64 


29,883,547.33 


3,594,533.39 





Due and Accrued ............ 353,814.07 
Other Assets... .......0.ccccccee 9,435.14 
Net Premiums in 

Process of Collection .......... 700,879.96 

Total Admitted Assets....... $49,746,550.64 


Liabilities 


Legal Reserve on Policies.......... 


Commissioners Security 


Valuation Reserve ............. 


Unrealized Profit on Stocks........ 


Reserve to Provide for Fluctuation 
of Mortality and Market Value 
CE SRE oho Se es Ria eae eens 


Credits to Policyowners Left With 


$41,656,236.49 


446,091.24 
180,223.56 


3,257,212.53 





Company on Deposit at Interest. . 916,051.86 
Taxes Payable in 1961 ............ 258,772.42 
Claims Reported but Proof not 

Completed on or Before 

December 31, 1960 ............ 71,991.65 
Premiums and Interest Paid in 

POURING 56a ''o tsbiei te ee Seis «04 259,700.46 

-Special Funds Payable to 

Policyholders in 1961 .......... 7,304.56 
Employee Pension Fund .......... 112,609.75 
All Other Liabilities .............. 80,356.12 

Capital and Surplus ............ 2,500,000.00 

Total Liabilities .............. $49,746,550.64 





For the Protection of Company Policyowners we had 
on deposit with the State of Kansas, December 31, 
1960, $39,.911,132.20. This amount is more than re- 
quired by law. Insurance in Force December 31, 1960, 


Farmers & Bankers Life 


INSURANCE COMPANY—HOME OFFICE, WICHITA, KANSAS 


A HALF CENTURY OF SERVICE TO MID-AMERICANS 
Life—Group Life—Accident—Sickness—Hospitalization 


$158,979,697.00. Paid to Living Policyowners and 
Beneficiaries during 1960, $2,117,489.67. Paid to Liv- 
ing Policyowners and Beneficiaries Since Organization, 
$40,473,429.56. 
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look for prospects who don’t need it, 
he said. “An agent who is just a 
‘when-somebody-wants-it’ salesman 
will soon run into underwriting prob- 
lems that will make him back away 
from health insurance as though it 
were infectious hepatitis, And worse, 
he will discourage other men in the 
office when he moans about his prob- 
lems.” 

The agent being indoctrinated into 
the sale of health insurance should be 
instructed on the application itself. 
“Compared with most non-medical life 
applications, the usual health insur- 
ance form has more questions than a 
potential mother-in-law,” he said. 
“And even the more trivial questions 
are fully loaded.” The agent also 
should be told that health underwrit- 
ing is tougher than life underwriting. 
“Too often, we try to lure an agent 
into writing health insurance by 
breezily saying that it’s just as easy to 
get issued as a life policy. Then, when 
it takes four weeks for him to get a 
hospital policy on a man, wife and five 
kids where there were three different 
doctors in attendance in the past two 
years, he blows his stack—and I don’t 
blame him.” 

The speaker stressed the importance 
of checking and rechecking the level of 
understanding of new agents. “We 
endeavor not only to provide the agent 
with a continuous training program, 
but our field management personnel 
are required to complete all company 
courses in health insurance.” 

The whole project of promoting the 
sale of health insurance can be divided 
into three promotional objectives, he 
continued. The first is to make it easy 
to sell. And who will deny that it is 
impossible for an agent to sell health 
insurance unless he owns it himself? 





HeNATIONAL UNDERWRITER 


he asked. That is the first step with 
every agent. 

A&S is made hard to sell if it is 
shown as something that requires sales 
techniques that are new and which 
demand a lot of learning. “The estab- 
lished life agent is not going to be 
ecstatic, because he has enough to do 
to keep abreast of the life insurance 
business and does not want to disturb 
his present sales pattern.” 

“We try to promote the sale of 
health within the life insurance sales 
pattern. We try to prove to the agent 
that the same sales ideas which he 
uses to sell life insurance will just as 
easily sell health insurance policies. It 
is not hard, because the same needs 
that exist for life insurance exist for 
health insurance—and that is the neec 
for money. 

“So we try to teach him that health 
insurance is family income, mortgage, 
college education, retirement and busi- 
ness insurance. The only difference is 
that with health insurance the benefits 
are paid for living death. The same 
ideas he uses every single day to sell 
life insurance will all work. In fact, 
life insurance is just another form of 
health insurance—life insurance just 
pays off when a man does not recover. 
£o we try to make it easier for the 
agent by showing him he is already 
selling life insurance when he is sell- 
ing health insurance.” 

The sale of health insurance should 
be made mechanically easy. The agent 
does not like to handle a lot of extra 
paper and additional applications. 
North America uses a combined ap- 
plication for life and health policies. 
There are only a few extra items to 
fill out, pertaining to the type of health 
insurance benefits wanted in order to 
add health insurance after the life 


Rene 


THOUGHTS 


It was Elbert Hubbard who said, “The ideas that 


benefit a man are seldom welcomed by him on first 


presentation.” 


Those of us in the business of life insurance know 


this to be true. Yet because of our efforts, many a 


widow and her children are grateful beyond words, 


that someone in the business of life insurance had 


the vision and courage to follow through. 


BENEFICIAL 
Pnsurance 


Virgil H. Smith, Pres. 





LIFE 
Company 


Salt Lake City, Utah 


Twenty-Three Million, Nine Hundred Thousand And... 
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J. Ralph Wood 
(left), Southwest- 
ern president, is 
shown making 
down payment to 
John D. Murchison, 
head of Life Com- 
panies Inc. Witnes- 
sing the transac- 
tion is Robert H. 
Stewart III (cen- 
ter), president of 
the First National 
Bank of Dallas. 









Southwestern Life, in one of the 
largest checks ever written in Dallas, 
has made partial payment of $23,944,- 
200 to Life Companies Inc. for Atlantic 
Life of Richmond, Va. The remainder 





insurance sale has been made. 

He suggested making it mechanical- 
ly easy by producing streamlined 
occupational manuals with a minimum 
of occupational classifications. His 
company has digested its manual to 
seven pages. “Some companies have 
merged their life and health occupa- 
tional manuals together and I think 
that is a great step and one which I 
hope we can take soon ourselves.” 

The second area North America has 
tackled to make it hard to avoid the 
sale of health insurance is by mention- 
ing health insurance in life insurance 
sales material. The agent finds it hard 
to put his prospect off when the pro- 
spect asks about it, said Mr. Anderson. 
The third objective is to prove that 
health insurance is worthwhile by 
giving it equal recognition with life 
for conventions, leaders lists, App-A- 
Week and everything else. “You 
know that salesmen will very often do 
more for simple recognition than they 
will for an extra buck, and if health 
insurance can help bring that recogni- 
tion, we have given it equal stature.” 


Use Case Histories 


Case histories of the better life in- 
surance men in the company who are 
selling health insurance are also used 
as an example of the worthwhileness 
of A&S. He opined that the better 
agents are the agents who produce 
health insurance and that a life agent 
will also be a better agent if he sells 
health insurance. “I’ve always been 
impressed with the results of one large 
company which found that its 10 health 
insurance leaders averaged $800,000 in 
paid ordinary life production. So we 
point out that it’s not just for the little 
guy, It’s for the big man. And, im- 
portantly, it will help stabilize his life 
insurance business, because health 
insurance income benefits will help 
clients pay their life insurance premi- 
ums when they are disabled.” 

In addition to reaching the agent in 
its A&S sales promotion, North Amer- 
ica also directs its attention to its 
branch managers. “If they are not sold 
on health insurance, the agents will 
never sell much of it . . . We find that 
strong selling to the manager is im- 
portant and we want to be sure he 
owns a policy. He is either our strong- 
est or our weakest link,” the speaker 
declared. The company furnishes the 
manager with material on health in- 
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of the $29 million transaction wi] jp 
paid by June 30. 

At the end of 1960, Southwesten 
Life had assets of $500 million ay 
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Atlantic had $100 million. Southwey.f" “sd 

ern has $2.1 billion of insurance jy Jase 7 
7 segs mai 

force, and its new acquisition has jy SS wil 












excess of $500 million. As a result gf 
the purchase, Southwestern will oper. 
ate from coast to coast. 
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i Dr. Perry 
Wis. Lectures On Insurance fiat the fail 
ss a industry to 
Supervision Now Available fin to the 
The presentation on the economic#@” psycho! 


and principles of insurance supervisiong¢@™didates. 
made by three Northwestern Mutualfé the . 
Life executives in a symposium ong°ompanies — 
insurance and government at Univer.garousing an, 
sity of Wisconsin last September hasglope that th 
been reprinted by Northwestern Mu-geeneral age 
tual. It is available on a single copypse What co 
basis. search with 

The lectures were given by Robert to take the | 
E. Dineen, vice-president, who wa Dr. Perry 
formerly insurance superintendent offqestion, tl 
New York, Clifford R. Procter, assistantfevery 100 ¢ 
counsel, and H. Daniel Gardner, at-fand the ps 
torney in the law department. eam are | 
He emphasi 
surance which he can insert in hisfever, is alv 
own branch office bulletins and use ingagent. 
agency meetings, and it has beeni,,. Scored 
found, he said, that good managers ate 
busy men and most of them do no Charles | 
have the time, or will not take thegprogram chi 
time, to dig out motivating materialjgeneral age 
for their agents but, they will use thejpointed out 
health insurance material and ideasjdates had : 
which are furnished by the company#LIAMA Ap 

The other group of important peopl pubmitted 
to be reached in health insurancefogist team 
promotion are the company executives ple. Also, t 
Everybody in the company, from thepf by the g 
president right down to the agency/Yet 85% o 
department and superintendent ofr. Perry a 
agents, has got to push health insur- bets for the 
ance and talk about it. Strong execu-}ing. The ps} 
tive backing can help solve a lot ofjert Freuder 
the problems which must be solvedjFebruary n 
“if we are to provide the kind of} Sometime 
product and promotion that will pro-féven with 
duce good business,” Mr. Anderson}dures mad 
concluded. and psycho! 
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; t TINUED FROM PAGE 1) 

Atlay ag uth Sut maybe he has a problem 
Yh. & ton = any “authority figure,” and will 
trouble in the agency. Maybe 
can’t conform—in the sense of 
‘aenting to conditions. It’s up to the 
sehiatrist to dig around and find out 
that is really what. 


iB eosis No Barrier 


agency head should not be ex- 
4 to understand the effect of all 
jnfluences, said Dr. Perry, but 
hiatrist does. While it may be 
sht that the psychiatrist is look- 
for signs of mental illness, there 
to it than that, Dr. Perry 
ted. The psychiatrist doesn’t care 
e man is neurotic, so long as the 
rosis is not of a type, or degree of 
sity, that makes a_ breakdown 
y, if the man pushes himself hard 
effort to make good at selling. 
Mertain needs and feelings, said Dr. 
lipery, make a man want to choose 
certain occupation. A man may have 
emotions of aggressiveness, hostility 
lor sadism in his basic personality, 
vet be able to channel them into so- 
sially acceptable channels, such as be- 
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‘outhwest ing a surgeon. There are urges that a 
urance inf van wants to satisfy in his job. Other- 
ge Mi wise he will keep searching for satis- 






faction, all the while being unstab- 
lized and unhappy. This is not a mat- 
ter of thinking, but feeling. 

Dr. Perry expressed disappointment 
at the failure of the life insurance 
industry to engage in research look- 
ing to the greater use of psychiatric 
land psychological evaluation of agent 
andidates. He said LIAMA had sug- 
1 Mutuggested the idea to a couple of dozen 
sium onfcompanies but had not succeeded in 
| Univer.garousing any interest. He expressed the 
mber hasqhope that the New York managers and 
fern My.qgeneral agents would experiment to 
gle copy #S** what could be done with such re- 

search without waiting for companies 

to take the lead. 

Pgs Dr. Perry explained, in answer to a 
ndent offquestion, that only about 15 out of 
assistantgevery 100 candidates referred to him 
iner, at-gand the psychologist member of the 
7 eam are given a favorable report. 
He emphasized that the decision, how- 
t in hisfever, is always made by the general 
1d use ingagent. 
as liad Scored Well On AI 
agers ate 
. do notf Charles E. Drimal, Penn Mutual, 
take thegprogram chairman and one of the three 
naterialsgeneral agents who retain Dr. Perry, 
use thegpointed out that each of the 100 candi- 
1d ideasjdates had scored 9 or better on the 
ompany.{LIAMA Aptitude Index, so the group 
t peopl Submitted to the psychiatrist-psycho- 
rsuranc Pogist team was a well-screened sam- 
ecutives [ple. Also, they were all well thought 
rom thefof by the general agent and his staff. 
agency [Yet 85% of them were regarded by 
lent offDr. Perry and the psychologist as poor 
1 insur- bets for the job of life insurance sell- 
+ execu- fing. The psychologist member is Herb- 
a lot ofjert Freudenberger, who addressed the 
solved {February meeting of the association. 
kind of} Sometimes there is disappointment 
ill pro-feven with the highly selective proce- 
nderson}dures made possible by psychiatry 

and psychology. Mr. Drimal told of a 
Hormer marine corps officer who sold 
600,000 in four months, but decided 
ne wanted to go back and make a 
career of the marine corps. 

‘IT almost went with him,” said Mr. 
Drimal ruefully. 


gg}. The improved turnover has resulted 
in being able to be even more selec- 
ive than normal, said Dr. Perry. For 
LY ‘xample, he sometimes tells Mr. Dri- 
17-404 imal, “This man is borderline and you 


L. <a don’t need him.” 
2: A member asked if the testing pro- 
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LIFE INSURANCE EDITION 


s Savings From Better Recruit-Testing 


gram had ever caused resistance among 
candidates. Mr. Drimal said it was 
rare, but sometimes the delay en- 
tailed by testing caused a man to turn 
elsewhere. 

Does the program help attract men, 
he was asked. He said it often works 
that way, and has sometimes helped 
the agency win men in competition 
against other agencies with less com- 
prehensive testing programs. Young 
college graduates particularly appre- 
ciate being given these tests, Dr. Per- 
ry added. 

Dr. Perry was introduced by Mr. 
Drimal. Harold Loewenheim, Home 
Life of New York, association presi- 
dent, announced that next month’s 
meeting will have as its speaker Wal- 
lis Boileau Jr., retired vice-president 
of Penn Mutual Life and the author of 
a book on agency finance. 


Tells How To Be ‘The 
Man We'd Like To Be’ 


Nine ways to become “the man we’d 
like to be”: The man who is happy, 
successful, eager for each day’s work 
and its challenges and rewards, were 
described by Paul D. Hill, assistant 
vice-president of Insurance R & R, at 
the Region 3 sales congress of Michi- 
gan Life Underwriters Assn., held at 
Jackson. 

Only part of the time is anyone 
the man he’d like to be. The rest of 
the time “we are the man who is un- 
happy, perhaps teetering on the brink 
of failure, the man who hates to leave 
the house for that first morning call, 
the man who wonders how in the 
world he is going to pay all the bills 
when the first of the month rolls 
around,” said Mr. Hill. 


Discusses Each Way 


Mr. Hill gave these ways of becom- 
ing “the man we’d like to be,” dis- 
cussing each one briefly. They are: 

1. Set a goal worth reaching for. 

2. Keep the goal constantly chang- 
ing. 

3. Get and keep abreast of advanced 
selling techniques. 

4. Start each day right. 

5. Plan your work. 

6. Develop a professional concept of 
your job. 

7. Give of yourself. 

8. Learn what life insurance is. 

9. Learn the real reasons men buy 
life insurance. 

“If you do these things—and do them 
well—you will become the man you 
long to be,” said Mr. Hill. 


Accommodations All Spoken 
For At NALU Midyear Hotel 


But More Rooms Are Nearby 

WASHINGTON—The NALU head- 
quarters hotel for the midyear meet- 
ing, the Galt Ocean Mile Hotel at Ft. 
Lauderdale, Fla., has no more rooms 
available, but plenty of rooms can be 
had in the nearby Beach Club and 
Ocean Manor. 

Reservations should be made through 
the Galt Ocean Mile Hotel. 

Moreover, it’s not too early to make 
reservations for the NALU annual 
meeting, Sept. 24-29 at Defiver. A spe- 
cial room reservations form appears 
in the April issue of Life Association 
News, NALU official publication. Res- 
ervation requests should be sent as 
soon as possible to the housing bureau, 
NALWU convention, Denver Convention 
& Visitors Bureau, 225 West Colfax 
Avenue, Denver 2, and not to NALU 
headquarters at Washington. 


Western Catholic Union 
To Write A&S Business 


Western Catholic Union has entered 
the A&S field and has appointed Leo 
J. Anderson manager of that depart- 
ment. Mr. Anderson has been a claim 
examiner with Time of Milwaukee. 

The fraternal has opened a St. Louis 
office under Thomas Tracy, Missouri 
state manager, to handle A&sS sales. 
The Illinois program will be handled 
from the Quincy home office under the 
supervision of John B. Heinz, director 
of public relations. 
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Interstate L.A. Stockholders 
To Vote On Stock Dividend 


Stockholders of Interstate Life & 
Accident have been notified of a 
special stockholders meeting, May 11, 
for the purpose of considering the 
transfer of $1 million from surplus 
funds to the capital stock account 
through a 334% stock dividend. 

A first-quarter dividend of four 
cents per share was also sent to stock- 
holders of record March 1—one cent 
per share more than the regular quar- 
terly dividend. 
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salesman emerge. 
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MAINE MAXIMS One of a series 


Have you lived here 


Nope, not yet! 


Living is comprised of many things. Certainly, 
an important part of living is personal growth. 


Here at Union Mutual personal growth is our 
aim in training our field men. Only by directing our 
efforts toward building the man — by helping in all 
phases of his personal growth — does the successful 


In the process, we make available the best sales 
tools and provide careful training, guidance and 
supervision. Out of our mold of consideration and 
understanding comes a man of greater stature and 
income — who is a happy member of his community 
and a credit both to himself and to the name of 
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HzeNATIONAL UNDERWRITER 


Editorial Comment 


Does The Public Deserve Any Better? 


The glib equating of equity secur- 
ities and life insurance cash values is 
little short of infuriating to the great 
majority of life insurance people. Ad- 
visers with impressive sounding titles 
sing the praises of common stocks or 
mutual fund shares, while giving the 
client to understand that if these se- 
curities are less sound than life insur- 
ance the difference is really not worth 
talking about. 

The adviser praises life insurance to 
the skies—as death protection, of 
course. No two ways about it, nothing 
can take the place of life insurance 
for death protection. This sounds like a 
big, broad-minded attitude, and 
proves the adviser is not prejudiced 
against life insurance, by any means. 
But life insurance as an investment— 
why, where have you been all these 
years? Don’t you know that the smart 
buyers are “liberating” the dollars 
that they had tied up in life insur- 
ance cash values? 

The worst of it is that the advice 
to buy term and invest the difference 
is usually given by someone holding 
a life insurance agent’s license, hence 
he is regarded by the client as a life 
insurance man, even though few ca- 
reer life insurance men like to con- 
sider him as one of the fraternity. We 
believe that companies should con- 
sider carefully whether they want to 
retain in their ranks agents who ag- 
gressively undermine the cash-value 
foundation of the life insurance concept. 

We’re not talking about the agent 
who prescribes term insurance in an 
occasional situation. We're talking 
about the agents who flatly deny that 
anybody should ever buy any life in- 
surance but term. It seems as unbe- 
lievable that term insurance is the 
only right life insurance prescription 
as that penicillin is the only right 
medical prescription for every patient’s 
ills. 

Granted that there are men who 
have built up their permanent cash 
value life insurance estate to the point 
that no one would deny they’ve a right 
to do things like buy common stocks or 
play the races, it must be conceded 


even by the most ardent term-lover 
that there are extremely few of such 
situations, even among the well 
heeled. We’ll state flatly: If the term- 
only agents sold just to those individ- 
uals who had earned the moral right 
to put money into something less safe 
than life insurance cash values, most. 
term-sellers would go broke. 

For we’re convinced that most of 
the term insurance sales that are made 
with the idea that the buyer can do 
better with his money than ac- 
cumulating life insurance cash values 
are made to family heads who have 
no conceivable business trying to out- 
smart the life companies’ investment 
departments. They need the safest fi- 
nancial program they can get. Their 
resources are far too slim to permit 
them to take chances with even sup- 
posedly sound equity investments. 

Most of these investors are too young 
to have been aware of the havoc that 
the depression of the 1930s wrought 
with equities. They’ve heard of it, of 
course, but that’s not like living 
through it. Besides, the government 
wouldn’t let anything like that happen 
again, would it? 

It all adds up to a self-deceiving 
failure to recognize the difference be- 
tween what is fully guaranteed and 
what is not guaranteed at all. When 
the seas are calm and the skies clear, 
any kind of craft will stay afloat. And 
when things have been pretty calm 
for a long time, a frail pleasure boat 
seems—to the unsophisticated—as sea- 
worthy as a sturdy pilot boat. There’ll 
never be another storm that will cause 
any real trouble. 

But there’s no guarantee that there 
won’t be, and there’s no guarantee 
that common stocks and mutual fund 
shares won’t be in trouble one of these 
days. (If they’re such sound invest- 
ments, let’s see some underwriter or 
sales organization offer to guarantee 
them. No chance—because the cost 
would be so prohibitive that nobody 
would buy.) 

We could write that problem off as 
strictly one for the investment busi- 
ness to worry about-—except that so 


many advisers holding life insurance 
agent licenses are off on this buy- 
term-and-invest-in-equities kick. When 
the inevitable storm hits, who is going 
to get blamed for not selling rock- 
solid life insurance with cash values 
and for advising instead the purchase 
of term and equities? The life agent 
who advised it will be blamed, and be- 
cause of him the life insurance business 
will be blamed, too. 

The public will not distinguish be- 
tween the term-only man who holds a 
life agent’s license and the agent who 
believes the breadwinner’s first duty 
is to have a foundation of the safest 
protection he can buy, both in death 
protection and in investments. 

The buyer, of course, can’t duck his 
share of the blame for letting his 
greed for big returns blind him to the 
basic insecurity of buying term and 
investing the difference in equities. 
But we can be sure he’ll try to duck it. 
He’ll curse the life insurance business 
for having agents who touted him off 
permanent cash value life insurance, 
forgetting that where his most sacred 
obligations were involved he failed to 
analyze his situation objectively, but 
instead let wishful thinking triumph 
over realism. 

For this reason, we believe, the life 
companies should deliberately belt the 
public squarely in the face with the 
facts. If this is not done so dramatic- 
ally as to make a lasting impression, 
it doesn’t take much imagination to 
see what is going to happen the next 
time the stock market experiences a 
major demoralization. The very people 
who today feel they are doing the 
“modern” thing by buying term in- 
surance and investing the difference, 
are the ones who will remember only 
that it was a life insurance agent who 
advised them to take this course. 
They’ll have no one to blame but them- 
selves—but we can be sure that they’ll 
never do it. 

If only an occasional individual 
were under the illusion that he can 
do better than the life companies in 
investing his money, the _ situation 
could perhaps be ignored. But the 
number is growing alarmingly. Their 
number is getting to the point where 
if the present trend continues, the 
outcries against the life insurance 
business because of advice given by 
agents to buy term and invest he 
difference could have a serious effect 
on the industry’s prestige —R.B.M. 
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Lewis C. Yount, whose candida, 
trustee of National Assn. of Life Ungeks 
writers has been 
announced by 
Washington Assn. 
of Life Underwrit- 
ers and Seattle- 
King County Life 
Underwrit- 
ers Assn., is Seattle 
manager of Pru- 
dential. In the bu- 
siness 15 years, he 
has been president 
of both the Wash- 
ington association 
and Seattle Life 
Managers Assn. He is currently ener, 
chairman of Northwest Internatig, 
Area Management Conference, op 4 
board and national committeemap , 
Seattle-King County association 
a board member and GAMC represe 
tative of Seattle Life Managers Age 
He is a CLU. 
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Henry R. Roberts, newly elects Winston-Sa 
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Travis T. Wallace 


was announced in last week’s iss 
was a co-founder of the company 
years ago and has been president evé 
since. The new president, Charles 
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Scott, started in the business wif who point 
Business Men’s Assurance in 1931 aij 10 be prep: 
joined Great American in 1948. He be tunities. 1 
came executive vice-president in 199 suggestions 
and has been on the board since 1 of physica 
John W. Cromwell, newly appoinle] temoved tl 
administrative vice-president, begaj with a sinc 
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a bookkeeper in 1938 and was ad- 
anced to vice-president and secre- 
als ‘ey in 1959. He, too, has been a di- 
tor since 1949. R. F. Woods was 
<jstant vice-president and planning 
| : «er before his recent appointment 
Lifea peeecretary. His service with Great 
~“E werican began in 1945. 


Deaths 


| paviD G. ABRAMS, 77, a former 
eneral agent at Chicago of Peoples- 
fea. Life and a resident of that city 
‘Bibagesrs, died. 
iy wc GRIFFIN M. LOVELACE, 
hose husband is a retired vice-presi- 
vis C. Yount jent of New York Life and a widely 
jnown life insurance educator, died 
it a convalescent home in Farming- 
Conn. Mrs. Lovelace had been in 
nce, on idoor health for some years. Mr. and 
itteeman firs, Lovelace made their home in 
“lation, adwest Hartford since his retirement 
C represead om New York Life. 


agers Ad AMES A. JONES Sr., 61 district 
superintendent of Life & Casualty at 
wly elec Winston-Salem, N. C., died there. He 
eneral Lijfhad been with the company 16 years. 


tive of Cap J. FRANK MARSHALL, 79, retired 
id SeIve@ gictrict manager of Metropolitan Life 
Cars Wt Asheville, N. C., died following a 
“anadian il ng jIness. Mr. Marshall had been 
in Worl istrict manager at Wilmington, Del., 
» being miuayre de Grace, Md., High Point, N. 
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n 1945 wif C, Spartanburg, S. C., and Birming- 
. lig nam, Ala. He had been president of 
. In t 


High Point Life Underwriters Assn., 


oberts hg ARTHUR D. HEMPHILL, 63, mana- 
tive in tgger of Equitable Society at San Fran- 
insurangcisco, died in a fire that swept his 
nel speakacountry home near Napa, Cal. Mr. 
[AMA, bgHemphill’s agency led the company in 
A&S comgsales for the sixth straight year in 1960. 
He had been with Equitable since 1933. 
_ He had held many offices in Oakland, 
election isan Francisco and California Life Un- 
in Resend derwriters Assns. and Northern Cali- 
fonia General Agents & Managers 
Assn. 
Mr. Hemphill began his life insur- 
ance career while a third-year student 
in the law school at the University of 
Kansas. In 1923, he left school and 
started out as a full-time agent for Na- 
tional Life of Vermont at Hays, Kan. 
He remained with National Life for 
}nine years, and then joined Equitable 
§Society at Hays. In 1934, he was named 
listrict manager in that city, and with- 
in a year he had developed the Hays 
2s D. Sco Jagency from a one-agent to a 12-agent 
ok’s ist office, with a paid-for production of 
mpany approximately $1,250,000. In 1935 he 
ident evq “8S Named assistant manager of the 
Yharles 4: M. Embry agency of Equitable at 
Kansas City, and the next year he was 
appointed district manager at St. Jo- 
seph. He stayed there until 1942 when 
7%] he was named manager at Oakland. In 
7) the five years he headed this agency, it 
aa) Moved from 68th to 34th place. In 1947, 
he took over the San Francisco agency. 


San Antonio Life Assn. 
| Hears Louie Throgmorton 
@) San Antonio Assn. of Life Under- 
pes ers at the March meeting had as 
Woods guest speaker Louie E. Throgmorton, 
vice-president Republic National Life, 








ess_ wit} Who pointed out the need for agents 
1931 ang '0 be prepared to meet today’s oppor- 
8. He bej tunities. In addition to other sales 
t in 199 Suggestions, he stressed that the “sting 
ince 148 of physical or economic death” be 
me removed through selling for needs and 


with a sincere, deliberate presentation. 





Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, March 28, 1961 



























Bid Asked 

$ $ 
Aetna Life 105 107 
American General .........:cccccseseeee 42 4314 
Beneficial Standard ....... 22 23 
Cal.-Western States ....... 57 59 
Commonwealth Life ..... 2842 30 
Connecticut General .... 218 222 
Continental Assurance .. 239 244 
Franklin Life ................ 99% 102 
Great Southern Life ..............s000 78 82 
Gulf Life 23 24% 
Jefferson Standard ........seeeeeeee 564% 58 
Liberty National Life ..............000 51 53 
Libfe Se Casualty ...0.cccccccccccccscccsecsscsese 19 20 
Life Of Virginia 20.0.0... cscs 79 81 
Lincoln National Life ..............000 116 118 
National L. 8 A. coecccscssecsssssesssesseenee 143 146 
North American, Il. ...........c000 144% 15% 
Ohio State Life ......... 42 44 
Old Line Life ............. 63 67 
Old Republic Life .... 214% 22% 
Republic National Life 47 51 
Southland Life ............ 97 102 
Southwestern Life 0... 73 76 
Travelers 118 120 
United, Il. 43 441, 
U. S. Life 58 62 
Washington National ..............0 574%. 60% 
Wisconsin National Life ................ 30% 32 


Extra Insurer Stock 
Salesmen Create 


Log Jam In Illinois 


An item in the March 20 Chicago 
Sun-Times calls attention to one of 
the problems arising from the weed- 
like growth of new life companies in 
Illinois, That is the sale of stock in 
non-existent companies. 

It is pointed out that more than a 
dozen life companies were chartered 
in Illinois last year and salesmen had 
to be imported to get the stock dis- 
tributed among the citizens. With the 
initial stock issue out of the way, the 
salesmen found themselves out of work, 
so they got together, according to Don- 
ald L. Calvin, Illinois securities com- 
missioner, and promoted some of their 
own so-called insurance companies. 
Mr. Calvin says of the salesmen his 
department has been able to lay its 
hands on, not one had registered with 
the state nor did his company have 
assets justifying authorization by the 
state to sell securities in Illinois. This 
is a serious problem, Mr. Calvin said, 
not only for his division, “but for the 
insurance industry. A few promoters 
are giving the business a black eye.” 


Patriot Life ‘60 Leaders 


Given Production Awards 


Patriot Life’s leading producer 
awards, the 1960 minute man of the 
year awards, have been made to 
D. Lawrence Rose, general agent at 
Syracuse, who won two honors, one 
for highest paid volume and the other 
for most paid lives, and Milton I. Weiss, 
general agent at Syracuse, for leader- 
ship in paid commissions. This is the 
second time Mr. Weiss has received an 
award. For his 1959 production he won 
in both the paid volume and premiums 
category. 


Lauds Round Table Membership 

Membership in Texas’ Leaders 
Round Table will make money for 
agents and build prestige if they let 
it be known they are members, said 
John Boeye, Southwestern Life, Cor- 
pus Christi, round table chairman. 
Speaking before Austin Assn. of Life 
Underwriters, Mr. Boeye said that 
membership requirements are being 
raised from $300,000 paid volume to 
$400,000, premium income from $8,000 
to $10,000, with persistency of 75%. 
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New Aetna Life Major 
Medical Plan Includes 
Many Special Features 


An individual major medical pro- 
gram has been introduced by Aetna 
Life companies and includes, among 
others, the following features: 

—A special policy for people already 
having basic hospitalization and surgi- 
cal plans. This policy begins paying 
hospital room and board benefits only 
after the first 31 days of confinement, 
and pays miscellaneous hospital ex- 
penses after the first $200 incurred in 
a benefit period, thus avoiding duplica- 
tion of benefits and lowering the cost. 

—A standard policy which provides 
more complete hospitalization protec- 
tion for those without basic plans, but 
which also may be issued to families 
or individuals who do have basic pro- 
tection. 


‘All-Cause’ Deductible 


—An “all-cause” deductible, tail- 
ored to the policyholder’s income, that 
applies only once during any two-year 
benefit period. Regardless of how 
many accidents or illnesses the policy- 
holder suffers, he must satisfy the 
deductible only once—at the begin- 
ning of any two-year period. 

—One feature of the program is that 
the maximum benefit automatically is 
restored at the rate of $500 for 
each claim-free year not included in 
a benefit period, whether or not the 
policyholder is in good health. Full 
benefits are restored immediately, 
however, upon proof of good health, 
and at no time will the benefit level 
be less than $1,000. 

Benefit limits range from $8,000 to 
$12,000 under both policies, with de- 
ductibles ranging from $250 to $750 
under the special policy and from $500 
to $1,000 under the standard policy. 
The standard policy is not available in 
Alaska, California and Texas. The 
special policy deductibles in Alaska 
and California range from $300 to $900. 


Runs For Two Years 


The benefit period begins when 
eligible medical expenses exceeding 
the deductibles are incurred within 90 
days. The period runs for the two years 
and covers 75% of eligible expenses 
for illnesses or injuries during this 
time, even though they are unrelated 
or minor. 

The policies are guaranteed renew- 
able for life and are available to per- 
sons aged 16 through 59, with depen- 
dent children covered to age 22. Bene- 
fit limits reduce to one-half at age 65. 


Revises Life Portfolio 


Old Equity Life of Evanston has re- 
vised its life insurance portfolio. Prior 
to this time, the company has primarily 
stressed health insurance sales. 

The revised life portfolio contains 
eight basic policies: Ordinary life, 
twenty-pay life, life paid-up at 65, 
five-year renewable and convertible 
term, life expectancy term, endowment 
at age 65, retirement income and ju- 
venile endowment (15 and 20 years). 

Other features of the portfolio are a 
new high commission schedule and 
liberalized contracts for agents, gen- 
eral agents and brokers. 


Wisconsin Metropolitan Is Sold 
Mammoth Life & Accident of Louis- 
ville has purchased Wisconsin Metro- 
politan Life of Milwaukee. Mammoth 
will take over on May 8 as reinsurer 
of the $1,250,000 the 19-year old Wis- 
consin Metropolitan has in force. Wis- 
consin will make the eighth state in 
which Mammoth does business. 
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Conventions 


April 6-7, Society of Actuaries, regional, Stat- 
ler Hilton Hotel, Dallas. 


April 12-13, New York State Assn., of Life Un- 
derwriters, “Appleknockers” sales caravan, 
Chamber of Commerce Auditorium, Roches- 
ter, April 12, and Sheraton-Ten. Eyck Hotel, 
Albany, April 13. 


April 13-15, Life Insurers Conference, annual, 
Americana Hotel, Bal Harbour, Fla. 


April 13-15, Home Office Life Underwriters 
Assn., annual, The Greenbrier, White Sulphur 
Springs, W. Va. 


April 16-20, National Assn. of Life Under- 
writers, midyear, Galt Ocean Mile Hotel, 
Ft. Lauderdale, Fla. 


April 16-22, CLU Institute, University of Geor- 
gia, Athens. 


April 17-18, Life Insurance Agency Manage- 
ment Assn., A&S meeting, Edgewater Beach 
Hotel, Chicago. 


April 23-25, National Assn. of Insurance Com- 
missioners, Zone V, Town House Hotel, 
Omaha. 


April 25-27, National Assn. of Insurance Com- 
missioners, Zone II, Dupont Hotel, Wilming- 
ton. 


April 26-28, Life Insurance Agency Management 
ssn., combination companies conference, 
Shoreham Hotel, Washington, D. C. 
May 5, Middle Atlantic Actuarial Club, Jeffer- 
- Standard Country Club, Greensboro, 


May 8-9, Assn. of Life Insurance Counsel, mid- 
rom, The Greenbrier, White Su’phur Springs, 
. Va. 


May 8-10, Health Insurance Assn., annual, 
Biltmore Hotel, New York City. 


May 12, New York State Life Underwriters 
Assn., spring delegate meeting, Astor Hotel, 
New York City. 


May 14-16, Canadian Life Insurance Officers 
Assn., annual, Seigniory Club, Quebec. 


May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 


May 19-20, Florida Assn. of Life Underwriters, 
annual, Ellinor Village, Ormond Beach. 


May 19-20, North Carolina Health Underwriters 
Fo sales congress, Barringer Hotel, Char- 
otte. 


May 24-26, Canadian Life Insurance Officers 
Assn., annual, Seigniory Club, Quebec. 


May 31, Fraternal Actuarial Assn., midyear, 
Royal York Hotel, Toronto, Ont., Canada. 


June 1, CLU-CPCU building dedication cere- 
mony, Huebner Hall, Bryn Mawr, Pa. 


June 1-2, Society of Actuaries, regional, Royal 
York Hotel, Toronto. 


Program F or Southern 
Round Table Meet Set 


The program has been completed for 
the annual meeting of Southern Round 
Table of Life Advertisers Assn. at the 
Royal Orleans Hotel, New Orleans, 
April 16-18. 

Speakers will include Roy M. 
Schwartz, vice-president of the Fitz- 
gerald advertising agency, New Or- 
leans; Dr. Edmond Souchon II, medical 
consultant of Pan-American Life; Brice 
F. McEuen, vice-president of Lamar 
Life; John L. Briggs, LAA president 
and vice-president and director of pub- 
lic relations and advertising of South- 
land Life; L. Russell Blanchard, LAA 
vice-president and superintendent of 
sales promotion and agency research of 
Paul Revere Life; George H. Kelley, 
secretary and executive assistant of 
New York Life; John P. White, LAA 
treasurer and advertising manager of 
Lincoln National Life, and John V. 
Blalock, editor of Life Advertiser and 
assistant vice-president of Liberty Life 
of Greenville. 

Charles Reep, Interstate Life & Ac- 
cident, will moderate a hot ideas panel. 
Panel participants will be Mary Rey- 
nolds, Pilot Life; E. S. Kersten, Life & 
Casualty; Thomas E. Morton, American 
General Life, and George J. Bosse, 
Pan-American Life. 


Life Insurer Beats Own Goal 

First six-month sales of San Fran- 
cisco Life, which wrote its first policy 
last July, were more than $8 million, 
exceeding the expectation for the first 
full year’s sales by 60%. Projected 
sales for the first year are now an- 
ticipated at $20 million by the com- 
pany. 
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ACTUARIES—_ 


A Real Opportunity! 


Our client, an aggressive life insurance company with over 
$100,000,000 in force, Home Offices in Dallas, has an unusually 
attractive opening for an Actuary. Should be 28 to 40 years 
old, well along on his examinations. All replies will be delivered 
in confidence to our client. Rominger Advertising Agency, 
803 Kirby Building, Dallas, Texas. 
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ACCOUNTANT 


Tells Methods Behind First $50 Million 


(CONTINUED FROM PAGE 2) 
ruled out but only if the agent had a 
very personal and close contact with a 
buyer would there be any of this kind, 
it was felt. 

Having decided on the market the 
company wanted to be in, the port- 
folio of policies was chosen as stan- 
dard contracts, with emphasis on the 
permanent plans and a minimum of 
form riders. An insurability option and 
family plan rider was also included 
for attaching to permanent insurance. 
“We had no need for high first-year 
cash policies or jumbo specials.” 

On the commission contract it was 
decided that one must be set up which 
would attract good men who would 
become career men. Rather than try 
to meet the very high commission 
schedule that many of the very small 
companies in the southeast had to 
offer, a very moderate commission 
scale was set up, “but we would spend 
money in training to help the new 
men attain success,” he said. 


Used Purdue Institute 


Instead of the company doing its 
own training, it was determined to use 
the Purdue Marketing Institute. It was 
felt that a new man thinking of enter- 
ing into the life business could also be 
talking to the big companies. The 
picture he would have presented to 
him would include their training pro- 
gram which was established and many 
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| American Republic Insurance Company, Des 
Moines, lowa, has opening on its Home Office 
| staff for an accountant who is thoroughly fa- 
| miliar with life insurance accounting procedures 
and annual statement work. 


| This is an exceptional opportunity for an alert, 
intelligent, congenial young man to grow with 
| one of the most progressive and most finan- 
cially sound insurance companies in the country. 

Position offers good salary potential and un- 
equalled employee benefits. 





Preferred is a man 35 years of age or younger. 
College degree in accounting essential. 


} Expenses of moving to Des Moines would be 
paid by American Republic Insurance Com- 
pany. In a letter addressed to: 


Mr. R. G. Harper, Vice President 
American Republic Insurance Company 
P.O. Box 1296 

Des Moines, lowa 











Outline in detail particulars concerning expe- 
rience and education, salary expectations, and 
enclose a recent photo. 


Our Group Department is now two years old. The 
groundwork has been laid and satisfactory prog- 
ress been accomplished. We are now ready to 
expand swiftly and aggressively. 

We require immediately the services of an ex- 
perienced Group Underwriter. He will be respon- 
sible for the underwriting of prospective cases, 
the issuance of new cases, and related duties. He 
will report directly to our Group Administrator. 

Svefeenbly an applicant will be young, ome. 
sive, and sincerely desire an opportunity that is 
limited only by his own ability. 

Interested? Then write me in detail about your 
experience, qualifications and salary require- 
ments. Your inquiry will be held in strict con- 
fidence. 


G. Rick O'Shea 
Manager, Group Department 
Monumental Life Insurance Company 
Baltimore, Maryland 











UNDERWRITER 


Opening for underwriter with 2-5 years expe- 
rience in Life or Life and A & H Underwriting. 
Salary open. Write, giving details in first letter 
on education, experience, salary requirements, 
etc. Henry H. Wanke, Chief Underwriter, Secu- 
rity Benefit Life Insurance Company, 700 Harri- 
son, Topeka, Kansas. 









LIFE UNDERWRITER 


A rapidly expanding Chicago life company is 
looking for a home office underwriter to super- 
vise underwriting and policy issue. The man we 
are looking for probably has 2 to 3 years in 
life underwriting, and feels that his present 
spot doesn't give him a chance to use his 
capabilities. The man we want in our organi- 
zation is one with drive and ambition. One who 
can get the job done efficiently and correctly. 
One who can supervise others. 

Our underwriter will be part of a growing 
management team, and will be a major factor 
in setting over-all underwriting criteria and 
methods. The starting salary is good. The poten- 
tial is unlimited for the right man. This is a 
ground floor spot in a young and progressive 
company. If you think you fill the bill, write 
gy Write X-33, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








Executive Type Salesman experienced as Agent, 
Asst. Sales Mgr. and General Agent desires con- 
nection with company who issues a profit sharing 
type policy or variable annuity contract. New 
territory no problem if proposition is attractive. 
Available 5/1/61. Write to X-49, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 











Mr. PRESIDENT: 
If you want to grow (perhaps enter another 
state) thru an “even-Stephen" truly mutual 
benefit type of 
MERGER 
We can help you. Contact us 
T. C. V. SEDGWICK CO. 
Confidential Merger Specialists 
3100 McKinney Dallas, Texas La 6-3829 


Cardinal Co., having sold its ins 
business, pleaded innocent March 
before Federal District Judge Brook 
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times included even home office train- 
ing. “These training programs are 
very fine and effective, but we have 
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campus training at a large university. 
This he knows and feels will give him 
the finest training. In addition, we 
could sell him the advantages of 
growth with a growing company,” the 
speaker declared. 

Agents starting with National Union 
Life however, must first complete a 
pre-contract training program that in- 
cludes mastery of a package savings 
plan sales talk. On completion of this 
training, the new man is sent to Pur- 
due for a one-week indoctrination 
course. On his return, he is then su- 
pervised by a general agent under his 
contract, which includes validation 
schedules and post-selection schedules. 
The new man then has the opportunity 
of returning to Purdue for the more ad- 
vanced courses after a year. 

National Union Life general agents 
are men who have had no previous 
experience as general agents but who 
have reasonable success in personal 
production and want an opportunity 
to grow with a new company, Mr. 
Sanders said. “Our general agents’ 
opportunity to make good money—if 
they perform. We want them to bal- 
ance their time with personal produc- 
tion as well as recruiting and training.” 






ley and Frank A. Logan of Louisvilldts 
Charles C. Bales and Dan A. Aldridedwas 
of Atlanta; Sylvester Goebel of Indianke 
apolis and John C. Buckley of Lexin 
ton. 

Indictments indicated at least 
ethical methods of selling Cardin 
Life stock in 1957 and 1958, indica 
ing a rigging of the market to fond. 
up prices of over the counter sale 

Those indicted have declared 
were innocent of the charges, and 
least some of them were not at th 
time connected with Cardinal Life, af 
its successor the Cardinal Co. 

Mr. Hensley is president of Lif 
of Kentucky and Kentucky Ins. A no 1969 
ice has been sent the trade press ij 
Commissioner Hockensmith of Ke 
tucky stating that it is “our fim 
belief that this (indictment) action i 
no way affects the operations or the it- 
tegrity of the Life Ins. Co. of Kentuch 
or the Kentucky Ins. Co.” Mr. Ada 

Cardinal Life’s insurance businej,.4 have 
was sold to Kentucky Central Life ¢ and taxes | 
Accident in December of 1958. law are ba: 

Mr. Logan is an attorney and for 
mer assistant attorney general of Ken 
CO. 
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A. & H. Special Risks Underwriter 
Large multiple line stock comp has opening 
for man with some experience in long term dis- 
ability underwriting. Above average employee 
benefit program, icago loop location, good 
working conditions. Salary between $6,000 and 
$7,000 depending on qualifications. Write to X-40, 
Notional Underwriter, 175 W. Jackson Bivd., 
Chicago 4, Illinois. 





SEEKING 

GROUP POSITION 
Desire Challenging opportunity with future. Age 
36, College Graduate with law degree. Pres- 
ently employed by major group writing com- 
pany. Willing to relocate. 
Address X-37, National Underwriter, 
Jackson Blvd., Chicago 4, Illinois. 


175 W. 

























Group Manager 


Top-flight national company wants Group 
A & H and Life Manager for our Cincinnati 
Branch. Excellent opportunity for young, ag- 
ressive person rienc in these lines. 
end resume to X-44, National Underwriter, 
175 W. Jackson Bivd., Chicago 4, Illinois. 








ACTUARY WANTED 

A Farwestern Company with over $600,000,000 
of life insurance in force has a wonderful op- 
portunity for Actuary (Fellow) under age 42. 
Present Actuary due to retire in less than three 
years. Full fringe benefit program. Outline 
your background in a letter to X-32, National 
a a 175 W. Jackson Bivd., Chicago 4, 

nois. 














Mr. Goebel is a former Kentucky i 
' SS surance commissioner and was an O- 
Former Vice President, Director of Public Re- ficer of Cardinal Life. Mr. Buckley i OTOC 
lations, one of top 50 companies, desires new a stock broker. 
opportunity. Experienced advertising (includ- 
ing consumer), sales promotion, publicity, a 4 Mana 
pu lications, direct mall, ote. Preaned and Blumberg In St. Louis In 
s n 
functions. Knowledge a ‘complete ‘home of Life Underwriters Assn. of St. L? 
ice operations. general administrative heard David M. Blumberg, gen 220 
7 . 7 
oan, aoa poe hl capo mag Ta — agent Massachusetts Mutual, Knox]| QUEEN 
qnces.. Write NY-67, National Underwriter, 17 ville, speak on “The Art of Selling’|———— 
ohn St., New Yor Y. ; Stones 
- at the March meeting. 
ATTORNEY The Green Bay, Wis., office of Get}|® Pror 
Extensive, caparionce fe = wee at im eral Adjustment Bureau is in 
, jase office 
of company operation including the handling quarters at 518 Doty Street. The ae 
of matters fore State Insurance Departments. handles the upper part of W: gs 
esire respons co . Mich- ork 17 
pany in an tan P California. Witte to. %.29, and the northern pe ninsula of 
National Underwriter, 175 W. Jackson Bivd.. | igan with W. H. Barnes, regional maj), @,, 
Chicago 4, Illinois. ager, in charge. — 




















| XUM | 





April |, ie 1, 1961 


on Adams Comments On Upping Of SS Benefits 
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Increase Tax Rates 








Contract Mig defray the additional cost of 
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curity benefit liberalizations voted 
by Congress in the years 1950, 1952, 
1954, 1956, 1958, and 1960, benefits 
raid by the social security program 
momed upward from $961 million in 
indicted twh950 to over $11 billion in 1960—an 
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social security tax increases that Con- 
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Mend the social security taxes of in- 
dividuals with maximum taxable earn- 
ings have increased by 380%. 
Law Asks Increases 


The existing social security law calls 
‘Hor three further tax rate increases 
_1,fiust to pay for the present system of 
“i mbenefits, said Mr. Adams. When the 
“Rlast of these increases goes into effect 
in 1969, the tax rates paid by em- 
“tployers and employes will be 444% 
“leach and those paid by self-employed 
individuals 634%. 
"1 This will mean, he said, that by 
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gory, these social security taxes will 
markedly exceed their ordinary fed- 
eral income taxes from 1969 on. 
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al Life & and future social security tax rates 
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iate cost” estimates prepared for the 
guidance of Congress by the Social 
Security Administration from time to 
time in the past. He noted, however, 
that the ways and means committee 
has consistently recognized that the 
intermediate cost estimate does not 
represent the most probable estimate, 
since it is impossible to develop any 
such figure. 

Mr. Adams termed the intermediate 
cost estimate a sort of convenient fic- 
tion and cautioned the ways and means 
committee not to lose sight of the 
distinct possibility that (1) the actual 
cost of the present program could very 
conceivably turn out to be even con- 
siderably higher than projected in such 
estimates, and (2) some future Con- 
gress may have to increase presently 
scheduled social security taxes still 
further simply to support the exist- 
ing benefit structure. 

NALU’s statement also refers to the 
fact that, in transmitting the draft of 
HR 4571 to Congress on Feb. 16, Presi- 
dent Kennedy contended that enact- 
ment of the proposed benefit increases 
“will give our economy recovery pro- 
gram needed impetus.” 


Would Distort Basic Nature 


Apropos of President Kennedy’s 
contention, Mr. Adams believes that 
it would be a grave mistake for Con- 
gress to distort the essentially long- 
range nature of the social security 
program by imposing upon the parti- 
cipating taxpayers an additional per- 
manent tax burden in order to make 
the program a vehicle for coping with 
problems resulting from temporary 
ups and downs in the national econo- 
my. 

Moreover, Mr. Adams seriously ques- 
tions whether the enactment of the 
bill would in fact have the economi- 
cally stimulating effect hoped for by 
the President. 

It is NALU’s understanding, Mr. 
Adams said, that a substantial num- 
ber of the people who would stand to 
reap the greatest benefit from HR 
4571 are also recipients of aid under 
one or the other of the several fed- 
eral-state public assistance programs 
and that any increased social security 
benefits that these individuals would 
receive under the bill would tend to 
be offset by corresponding reductions 
in their public assistance benefits. 

If true, said Mr. Adams, “then it is 
obvious that these individuals would 
wind up with about the same amount 
of purchasing power as they now have 
and thus would not be in any better 
position than at present to give ‘im- 
petus’ to the economic recovery pro- 
gram.” 

Other salient points raised by NALU 
in Mr. Adams’ statement are: 

1. Reduction in the retirement age 
for men to 62 would be both socially 
and economically undesirable in that 
it would tend to induce and, in many 
cases, force men to terminate their 
productive lives prematurely. 

Mr. Adams also made the point 
that reduction in the retirement age 
for men to 62 would negate previous 
action taken by Congress in 1956 to 
reduce the retirement age of wives of 
married workers to 62 and might 
therefore be expected to generate new 
pressures for a further age reduction 
in the case of women. 


Should At Least Advance Date 


2. If the ways and means committee 
should decide to approve the benefit 
provisions of HR 4571, the committee 
should at least make the supporting 
tax rate increases effective no later 
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than Jan. 1, 1962, instead of the Jan. 
» 1963, date proposed by the bill. 
Mr. Adams stated that this recom- 
mendation is “simply a reflection of 
the deep concern that we share with 
your committee that the social secur- 
ity program should always be kept 
self-supporting and in financial bal- 
ance.” 

He also emphasized that any tax 
increases necessary to support benefit 
liberalizations of the kind proposed in 
HR 4571 should be derived solely from 
increased tax rates and not from any 
further increases in the taxable wage 
base of $4,800 a year. Mr. Adams 
pointed out that if the wage base were 
increased this would simply mean that 
most of the taxes paid by the workers 
on earnings in excess of $4,800 would 
be used to finance the general bene- 
fit liberalizations proposed in HR 
4571. 

“In short”, said Mr. Adams, “any 
increase in the present wage base 
would place a further tax burden upon 
a group which already pays more than 
its share of the cost of the program.” 


Break In High Agent 
Turnover Problem 
Seen In Next Decade 


(CONTINUED FROM PAGE 1) 
Stalnaker said that high agent turn- 
over was created by the fact that only 
exceptional men succeed in life in- 
surance selling and that the average 
salesman cannot make the grade as 
matters stand now. The solution to 
high turnover when it comes will prob- 
ably be found in this area, he said. 

Douglas W. Johnson, Mutual Bene- 
fit Life, was chairman of the round 
table and in his keynote address set 
the theme of the meeting, “Selling 
Security.” 


Investments Reviewed. 


Ralph Szabo, Mutual Benefit Life 
agent at New York, discussed the es- 
tate planning aspects of life insurance, 
and was followed by a series of speak- 
ers from .various investment fields. 
John Fitting Jr., vice-president of 
Dreyfus Corp., talked on mutual funds; 
Eugene B. Mapel, vice-president of 
Chase Manhattan Bank, discussed sav- 
ings, and Gilbert E. Busch, vice-presi- 
dent and director of public relations of 
Albert Frank-Guenther Law, New 
York public relations firm, reviewed 
stock investment. 

M. B. Pomrock, director and manager 
of Hasneah Insurance Co. of Israel, 
spoke on the problems of life insurance 
in Europe. 

Communications was. the topic un- 
der discussion at three round tables. 
John A. Buckley Jr., Guardian Life, 
was chairman of the round table on 
advertising. John L. Lobingier, Con- 
necticut Mutual Life, headed one on 
public relations and Donald L. Hop- 
kins, Life of North America, handled 
the sales promotion discussion. 

Other speakers included Bernice 
Conner, editorial promotion manager 
of the Ladies Home Journal, whose 
subject was selling security to women, 
and G. Warfield Hobbs III, president 
of the National Council of the Aging, 
whose address was titled “Brighter 
Prospects for Old Age.” 


a 


National Investors Life of Lexington 
has been licensed by the Kentucky 
department. The company was incor- 
porated last August and has an au- 
thorized capital-surplus of $1,750,000. 
Among the directors is C. P. Thurman, 
former Kentucky commissioner and 
now an insurance consultant at Louis- 
ville. 


27 


Francis Quillan, New 
V-P At Pru: Succeeded 
By Kenneth MacKinnon 


Francis S. Quillan, 2nd vice-presi- 
dent in the general office administra- 
tion department of Prudential, has 
been elected a vice-president and will 
head the general office administration, 
claim, debit policy and ordinary policy 
departments. He is succeeded by Ken- 
neth MacKinnon, former executive di- 
rector of personnel. 

Mr. Quillan joined Prudential in 
1933, later transferring to the comp- 
troller’s department, where he became 
general manager. He was elected a 2nd 
vice-president in 1948 and placed in 
charge of the ordinary policy and debit 
policy departments. In 1951, he was as- 
signed to the general office administra- 


. tion department. 


Mr. MacKinnon has been with Pru- 
dential since 1929, becoming assistant 
general manager in the comptrolier’s 
department in 1948, and director of 
personnel in 1952. 


Andrew J. Kern has been certified 
by the New Jersey civil service com- 
mission as assistant chief examiner in 
the department of banking and insur- 
ance. He was formerly in charge of 
the department’s surplus lines section. 

MFA Life has been admitted to Ar- 
kansas. Until now the company has 
been active only in its home state of 


Missouri. 
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Maxwell Rapaport, CLU, starts his 
busy days by dictating to secretary 
Frances Treadwell, making appoint- 
ments, and going over the calendar. 
He’s a member of Equitable’s Sidney 
J. Smith Agency in Portland. 





The Equitable Life of 
Max ener 3 in Bangor, Me. 













Energetically makes personal calls. 
Here he talks to client Max Kagan 
of the Kagan-Lown Shoe Company, 
while son Irving Kagan looks on. The 
factory building was financed by an 
Equitable mortgage loan. 
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‘ = & NATIONAL FIRMS 
Rapaport family briefly abandons cozy at left, is a senior at Boston U. Daughter PROFESSIONAL 
home to enjoy the snow. Wife Pauline isin Esa Jane, right, is an eighth-grader at a FINANCE < ISRARE! 
the middle, next to Max. Daughter Elinor, the Garland Street Junior High School. 
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A Man’s Prestige somehow 

goes hand in hand with the x) 
prestige of the company he 
represents. This is why Max 
is proud to be a life under- 







writer for Equitable. It’s a Wholeheartedly joins in city activi- 
full life. And a rewarding ties. Proudly shows William Wilson, 

Pao P Executive Secretary of the United 
one. Living insurance va Fund, the achievements of the fi- 
more than a need . . . it’s nance and insurance group—in which 
a career! Max was very active. 





Sometimes starts his day with a shirt-sleeve EB 
breakfast at the Sales Executives Club where THE ‘A. E 
he is a director. Other directors, seated left to Life Assurance Society of the United States 


right, are Philip Chalmers, Irving Hunter, Ed- , 
ward Beausang and Nate J. Rogers. Home Office: 393 Seventh Ave., New York 1, N.Y. ©1961 
Tune in The Equitable’s OUR AMERICAN HERITAGE Saturday, April 22, NBC-TV. 
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